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- By JOHN B. LAWRENCE JR. 


ALBANY—The radical proposals to 
force insurers to sell A&S only on a 
lifetime basis in New York found very 
few friends among the 28 persons 
who testified at a 6-hour hearing con- 
ducted here by the Metcalf committee. 
In fact, the four bills received less 
support from witnesses than the five 
original measures did at a similar 
hearing a year ago. However, the rea- 
son could be that former supporters 
are shifting their backing to the even 
more radical bills being pushed by 


Gov. Harriman and the insurance de- 
partment. 

Spokesmen for the insurance busi- 
ness, industrial corporations, business 
associations, non-profit insurers and 
the government generally criticized 
many aspects of the legislation but in- 
dicated their agreement with its ob- 
jectives. Several other scheduled 
speakers either failed to appear or 
departed when the session continued 
through the dinner hour. In the early 
part of the hearing, about 100 specta- 
tors sat in the senate chamber. Sen. 
George R, Metcalf, Auburn Republican, 
who heads the joint legislative com- 


Objectionably Radical A & S Bills 
Quispokenly Opposed At Hearing 


mittee on health insurance plans, pre- 
sided. . 

The insurance industry’s opposi- 
tion was outlined broadly by J. Henry 
Smith, vice-president of Equitable So- 
ciety and president of Health Insur- 
ance Assn. of America, who spoke for 
HIA, Life Insurance Assn. of Amer- 
ica and American Life Convention. 
The key to providing benefits for 
senior citizens is continuance of the 
group coverage after retirement with 
participation by the employer, he said. 
The mandated conversion privilege in 
the Metcalf proposals, however, 

(CONTINUED ON PAGE 17) 
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N. Y. Blue Cross Must 
Use Up Free Surplus 


To Win Rate Increase 


NEW YORK—The New York City 
Blue Cross system must bleed itself a 
lot whiter before it can expect insur- 
ance department approyal of a rate 
increase. However, the department 
has consented to keep close watch on 
the patient’s condition and be ready 
to step in with a quick transfusion 
before the point of no return is 
reached. 

That’s the gist of Superintendent 
Holz’s turn-down of the Associated 
Hospital System’s request for a rate 
increase of about 40%. A.H.S. is cur- 
rently paying out to hospitals about 
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$1.25 for each dollar it takes in from 
subscribers. It estimates that its free 
surplus, which stood at about $14 mil- 
lion Jan. 1, after having been more 
than $21 million last Sept 30, will be 
washed out by about June 30 of this 
year. 


Will Watch Situation Closely 


There is also the special contingent 
surplus fund or frozen surplus, requir- 
ed by law, which rises about $500,000 
every three months until such time as 
it is equal to 25% of the plan’s annual 
income. Superintendent Holz said that 
though he was disapproving the rate 
increase at this time he is prepared to 
give immediate attention to any ap- 
plication submitted after it becomes 
apparent that A.H.S.’s free surplus 
is about to become exhausted. Since 
as a practical procedural matter, it 
takes about three months for higher 
rates to be put into effect, he will, 
pending action on an application for a 
rate increase, authorize the with- 
drawal from the statutory contingent 
surplus fund of a sum sufficient to 
meet the needs of the plan’s opera- 
tions. 

However, such authorization “shall 
not in any manner relieve the plan 
from the necessity of always maintain- 
Ing reasonable ample surplus funds for 
the protection of its subscribers,” Mr. 
Holz emphasized. Meanwhile, to make 
Sure that the special contingent sur- 
plus fund is being maintained at a 
Safe level, Mr. Holz directed A.H.S. 


Campaign To Publicize Life Insurance 
For Trading Stamps Plan Is Postponed 


ST. LOUIS—The launching of the 
public campaign to sell the life insur- 
ance for trading stamps plan of P-I-P 
Stamps, Inc., of Clayton, Mo., with 
Old Republic Life, has been postponed 
to early March because the newspaper 
advertising, radio script and other 
publicizing material must be brought 
into full accord with the views of 
Superintendent Leggett of Missouri, 

Mr. Leggett has indicated that no 
statement that the life insurance is 
free or being given away is to be made 
or implied in connection with the plan. 
All advertising and sales literature 
must conform to the department’s 
views. 

Originally, the campaign was to 
have been started in St. Louis Jan. 29, 
but the revision of the plan of issuing 
and redeeming stamps, as had been 
contemplated by the trading stamp 
company, to include a provision that 
the stamps could be either redeemed 
for cash or used to take care of the 
premium on one-year non-renewable 
term life insurance issued by Old Re- 
public Life has set back the starting 
day of the program. 

The initials “P-I-P’” stand for Pur- 
chasers Insurance Plan. P-I-P 
Stamps, Inc., with headquarters in 
American Investment Co. of Illinois 
at Clayton, a suburb of St. Louis, was 
incorporated last June with a capital- 
ization of $1 million, representing 50,- 
000 shares of $20 par value each. 

Heading the company are Donald L. 
Barnes, chairman, and Ralph E. Flan- 
nery, president. Mr. Barnes, who con- 
trols American Investment Co., is a 
former owner of the old St. Louis 





to submit reports to the department 
each month reflecting operating re- 
sults and changes in its surplus posi- 
tion. 

A.H.S. will have to submit a new 
application for increased rates almost 
immediately, according to Charles 
Garside, chairman and president of 
A.H.S. The amount and date of the 
requested increase will be determined 
after further discussion with Mr. Holz. 


Browns baseball club, Mr. Flannery is 
a director of Pasadena Music Co. and 
vice-president of Inland Empire 
Broadcasting Co., both of Pasadena, 
Cal. 

Other officers of P-I-P are: Alfred 
J. Kerth, an attorney and former 
mayor of Clayton, vice-president and 
secretary; James W. Evens, vice-presi- 
dent of Buschman-Jennings-Trout 
general agency of St. Louis, vice-pres- 
ident; and Harry W. Hartley, vice- 
president and treasurer American In- 
vestment Co., treasurer. 

The stamps, to be known as dollar 
stamps, will be issued by about 800 
retailers in the St. Louis metropolitan 
area on the Missouri side of the Mis- 
sissippi river, if the hopes of the P-I-P 
promoters materialize fully. Each book 
of stamps will contain 200 stamps, or 
a total of $200 worth. Each book will 
be redeemable for $2 in cash, or may 
be applied to the purchase of life in- 
surance direct from Old Republic Life. 
According to officials of the Missouri 
division of insurance, premium for the 
life insurance will be paid in cash by 
P-I-P when it is advised that a policy 
has been issued. Persons from 1 to 65 

(CONTINUED ON PAGE 26) 


Prudential Opposes 
Hancock Segregated 
Pension Fund Bill 


Howell Objects Because 
It Doesn’t Permit Selling 
Contracts To Individuals 


BOSTON—Senate bill 341, which 
John Hancock is seeking so it can 
write its proposed segregated pension 
fund plan based on equities, ran into 
opposition from Prudential at the pub- 
lic hearing held Tuesday by the joint 
legislative committee on insurance. 

Valentine Howell, executive vice- 
president of Prudential, while endors- 
ing the recognition the bill would give 
to equity investments, opposed it on 
the ground that it is limited to group 
plans and would make no provision for 
individuals wanting to use life insur- 
ance guarantee combined with equity 
investments in planning for retire- 
ment. He also cited a number of minor 
points that he said need clarifying. 

“A host of people who have need 
for retirement annuities are not cov- 
ered,” he said. “Why would these peo- 
ple not be allowed to purchase a con- 
tract that combines the advantages 
of stock equities with the annuity life- 
time guarantees? Actually, the aver- 
age doctor, lawyer, storekeeper or 
even retired person is more in need of 
this kind of contract than the average 
corporation employe. The employe of 
a fairminded employer often gets more 
than his contractual benefits to meet 
increases in living costs, whereas the 
self-employed individual has to look 
out for himself. 

“It is not too strong a statement 
to say that it would be a calamity if 
this bill were to be enacted without 
provision for individual contracts, 

“This is the basic defect of this bill. 
There are some other aspects of it 
that call for comment. It has been 
claimed for it, for example, that the 
payments to be made under the bill 
are more stable than could be provid- 


(CONTINUED ON PAGE 27) 








Morgan Ss. 
Crockford, secre- 
tary of Excelsior 
Life of Toronto 
and president of 
Life Insurance 
Advertisers Assn., 
addressed a recent 
meeting of the 
“Gotham group,” 
LAA members 
from the New 
York-New Jersey 
area. Shown with 
Mr. Crockford 
(center) are two 
past presidents, A. 
H. Thiemann of 
New York Life 
(left) and H. A. 
Richmond of Met- 
ropolitan Life. 
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Mt. Vernon Life, 
Northeastern Merge 
Under Latter Name 


NEW YORK—Mount Vernon Life 
and Northeastern Life of New York 
City have merged under the latter 
company’s name. Operations will be 
consolidated at the Mount Vernon 
company’s headquarters at Mount 
Vernon, N. Y., which adjoins New York 
City to the north. 

Herbert L. Hutner, president of 
Mount Vernon Life, will be president 
and Lawrence L. Monnett Jr., presi- 
dent of Northeastern Life, will be ex- 
ecutive vice-president of the new 
company. 

At a press conference Monday an- 
nouncing the change, Mr. Hutner said 
it was only the second merger of two 
New York-domiciled companies since 
1859. He explained that although he 
and his associates were proud of what 
had been accomplished under the 





Top officers of the new Northeastern 
Life of New York: Herbert L. Hutner 
(right), and Lawrence L. Monnett Jr., 
executive vice-president. Company re- 
sulted from a merger of former North- 
eastern Life into Mount Vernon Life, 
under the Northeastern name. 


Mount Vernon name, it was felt that 
the Northeastern Life name had more 
to offer for the company’s future de- 
velopment. 

The new company, he said, is “ded- 
i¢ated to the idea that there are bet- 
ter ways of serving the public, insur- 
ance-wise,” Indicating a continued 
strong competitive approach, Mr. Hut- 
ner expressed the opinion that “in- 
surance should be as competitive a 
commodity as reason and sound ethics 
will permit it to be.” He said that 
while operating under the New York 
law imposes certain restraints, it also 
means a certain prestige that a com- 
pany would not otherwise have. 

Each Mount Vernon stockholder gets 
634 shares of the new company and 

(CONTINUED ON PAGE 26) 
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N. Y. Department Bills Would O. K. Conn. Insurers 
Group On Dependents, Associations Form Information 


NEW YORK—Two group life bills 
which can be expected to draw fire 
from agents’ organizations are in- 
cluded in the insurance department’s 
1958 legislative program just made 
public. Similar controversial bills were 
criticized by spokesmen for the agents 
and died in the legislature last year. 

One new proposal would amend 
subsection 1 of section 204 of the in- 
surance law to permit domestic in- 
surers to issue group life policies to 
professional association groups such as 
doctors, lawyers and dentists. The 
law already allows group policies on 
employe groups, labor unions, bor- 
rowers from financial institutions, 
purchasers of securities and other 
property, employer members of a 
trade association and certain specified 
association groups of employes. 


Would Permit Extension 


The other measure would permit 
companies to extend group life con- 
tracts to cover the spouses and de- 
pendent children of employes already 
insured under existing contracts. In- 
surance on the spouse would not ex- 
ceed $5,000 or half the amount on the 
employe, whichever is less, and would 
not exceed $1,000 on each dependent 
child. 

Another proposed amendment 
would amend subsection 8 of section 
198 to increase from 100 to 500 the 
number of prospectively qualified pol- 
icyholder voters who may make in- 
dependent nominations for one or 
more vacancies on the boards of do- 
mestic mutual life companies with 
more than 100,000 policies in force. 
Last year, the subsection was amend- 
ed to boost the number from 100 to 
500 for companies with less than 
100,000 policies in force. This change 
is designed to correct the inconsisten- 
cy. 

A fourth amendment would broaden 
section 224 to allow domestic life 


Lifetime Renewal 
Commissions To 
Brokers Offered 


Brokers are being offered lifetime 
renewal commissions under a new bro- 
kerage agreement by Occidenta4 Life 
of California. 

William B. Stannard, vice-president 
in charge of agencies, said the lifetime 
renewal commissions will be available 
to brokers contracted as individuals. 
The renewal commissions for life will 
be paid on each year’s business after 
Jan. 1, 1958, where paid premiums 
total $500. 

This is how the new agreement 
works: 

All brokers will continue to receive 
the nine vested renewals provided for 
in their present brokerage agreements. 
From the 10th policy year on, the bro- 
ker qualifying for lifetime renewals 
will also receive renewals at three- 
fifths the regular renewal rates. These 
renewals will continue for as long as 
the broker’s agreement and the policies 
remain in force—even for the life- 
time of the broker himself. For ac- 
counting purposes, the broker’s total 
of lifetime renewals plus vested re- 
newals must amount to at least $25 
each year. 











companies to become members of Life 
Insurance Guaranty Fund if they 
were authorized to transact business 
on Jan. 1 of this year. The law pres- 
ently applies only to those doing busi- 
ness on Jan. 1, 1957. Neither the pres- 
ent law nor the new bill would apply 
to companies covered after those 
dates. 

Other proposed department amend- 
ments would: 

e Amend section 132 to allow the 
superintendent to impose a maximum 
penalty of $500 for each violation of 
the law committeed by a licensee but 
not more than a total of $2,500 for all 
offenses. The section currently limits 
disciplinary fines to $500 regardless 
of the number. However, under sub- 
section 5 of section 37-1, the super- 
intendent may impose a penalty up to 
$2,500 upon any trustee of any em- 
ploye welfare fund subject to article 
III-A or upon its officers, agents or 

(CONTINUED ON PAGE 27) 


Ernest Palmer, First 
‘Strong’ Illinois 
Director, Retires 


Last week announcement was made 
of the retirement of Ernest Palmer 
from the _ insur- 
ance business at 
the age of 76 after 
a career in the in- 
dustry of 45 years. 
For many of those 
years he was a 
leading figure, 
most emphatically 
during his term 
as Illinois director 
of insurance from 
1933 to 1940. 

For the last 15 
years Mr. Palmer 
has been general counsel of the Warner 
reciprocals in Chicago, and he is suc- 
ceeded in that position by Lowell 
Snorf Jr. 

Mr. Palmer graduated from Lake 
Forest College in Lake Forest, IIL, 
and from Northwestern University 
law school. He practiced law in Chi- 
cago briefly, was assistant attorney- 
general for the Interior Department 
under the Taft administration and then 
joined the National Board of Fire 
Underwriters as_ assistant general 
counsel associated with O. B. Ryon in 
Chicago. In 1923 he was chosen man- 
ager and general counsel of the Chicago 


Board of Underwriters in the days 
(CONTINUED ON PAGE 27) 


Ernest Palmer 
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Office For State 


Connecticut insurers have formed , 
new association, Insurance Informa. 
tion Office of Connecticut. The 16 jp. 
surer members have domestic char. 
ters and home offices in the state. The 
office will serve as a public informa. 
tion center for the state’s insurance 
business and will attempt to maintain 
an understanding by the people of 
Connecticut of the business, its ac. 
complishments and its problems. 

Francis T. Ahearn, a staff member 
of the Hartford Times 22 years anq 
city editor for the last 11 years, 
will be the manager of the association, 

An executive committee of senior 
officers of five of the companies has 
been elected to serve as the governing 
body. They are John A. North, pres. 
dent of Phoenix of Hartford, chair. 
man; Henry S. Beers, president of 
Aetna Life companies; 
Wilde, president of Connecticut Gen. 
eral Life; Manning W. Heard, vice. 
president and general counsel of Hart- 
ford Fire; and Millard Bartels, vice. 
president and general counsel of 
Travelers. 

Included in the functions of the 
public information office will be “to 
serve as a public information center, 
to prepare information and education 
material concerning the role of the in- 
surance business as a major beneficial 
influence in Connecticut’s economy; 
to organize and maintain an active 
speakers’ bureau; to arrange partici- 
pation in public service programs re- 
lating to health, safety and _ preser- 
vation of property.” 

Subscriber companies to the asso- 
ciation are Aetna Fire, Aetna Life, 
Connecticut General, Connecticut Mu- 
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tual Life, National Fire, Fire & Cas- 
ualty of Connecticut, Hartford Fire, 
Hartford Steam Boiler, Middlesex 
Mutual, Mutual of Hartford, New 
London County Mutual, Phoenix, 
Phoenix Mutual Life, Safeguard, Se- 
curity of New Haven and Travelers. 

Mr. Ahearn will assume his new 
position March 1. 


Mid-Oregon Management 
Assn. Elects Lyman 


Norman C. Lyman, Phoenix Mutual 
Life, has been elected president of 
Mid-Oregon Life Management Assn. 
Also chosen were Walter F. Brissen- 
den, Connecticut Mutual Life, vice- 
president; and J. F. Calvin, Prudential, 
secretary-treasurer. The association 
consists of management personne! of 
Eugene, Ore., area and will be part 
of the General Agents and Managers 
Conference of the National Assn. of 
Lite Underwriters. 








SHOW 1957 INSURANCE RESULTS 


1957 
New 


Business 


Great Southern Life 
Great-West Life 
Indianapolis Life 
Kansas City Life 
Liberty National Life 
Massachusetts Mutual Life .... 
Phoerix Mutual Life 
Republic National Life ... 
Security Life & Trust 
Security Mutual Life, Binghamten .... 















1956 respectively: 1$8,718,650, $3,314,891. 


$ 

120,767,308 
408,666,776 
53,292,931 
169,809,612 
353,194,103 
. 883,030,218 
344,095,985" 
. 643,412,296 

289,046,212 
43,086,229" 


1956 
Increase in 
Insurance 
In Force 


1957 
Increase in 
Insurance 
In Force 


1956 
New 
Business 


$ 
60,063,402 


$ 
57,185,046 
333,649,471 


325,638,366 
26,077,266 
72,003,986 

168,113,588 

593,104,845 

246,185,342 136,436,604 

413,348,437 
92,442,917 

— 36,043,014* 


$ 

108,593,401 
408,906,984 

47,779,824 
153,004,291 
245,704,273 
784,487,274 
213,325,201! 
423,771,609 
280,324,565 

48,938,834 


2$37,415,955, $34,799,581. °$1,838,633, $1,937,914. 


_ * $7,543,358 of 1957 decrease is attributable to a change in accounting for decreasing term 
insurance from a current amount to an average amount basis. 
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“We had to hire Fenkins right after we started pushing 
Provident Mutual’s terrific new major medical coverage” 


Provident Mutual’s brand-new major medical in- 
surance (both Individual and Group) can help 
you reach a new high in this productive line. Its 
broad coverage and many competitive advantages 
make this one of the most talked-about develop- 


ments among agents and brokers today. 


Here is a package that sells, backed by strategic 
sales aids and full Provident Mutual cooperation. 

Brokers will want full details, right away, on 
this important new coverage, as will agents whose 
companies do not sell major medical. It’s a good 


line to line up with. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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SALES IDEAS THAT WORK 
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Little Minute Counts Big In Getting 
Successful Sales Interview Started 


NEW YORK—The vital importance 
of a salesman’s knowing what he will 
say in the first 60 seconds of a sales in- 
terview was emphasized by Ralph G. 
Engelsman and Harry Kuesel in their 
joint presentation at a luncheon meet- 
ing of the New York Sales Executives 
Club. Mr. Engelsman is a sales consult- 
ant in New York, a former general 
agent of Penn Mutual Life, and is co- 
editor of Probe. Mr. Kuesel is a con- 
sulting manager for Phoenix Mutual 
in New York. Both are authors of 
books on salesmanship. 

Most people underestimate the 
length of a minute and the importance 
of what is said during the first inter- 
view of a sales talk. To demonstrate 
this, Mr. Engelsman asked the mem- 
bers of his audience to estimate the 
length of a minute. After giving the 
start signal, he went on talking for a 
short time and then asked those who 
thought that a minute had elapsed to 
hold up their hands. Quite a few did so 


Wm. J. Ondrejcka, CLU~ 
Sacramento = 


V. Webner Wiedemann 
San Francisco 





James E. Mattox, CLU 
Oakland 





Neal T. Reilly 
Los Angeles 
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Dale K. Burtner, CLU 





Sacramento 


Stockton 







Russell L. Hoghe, CLU 
Los Angeles 


California is justly proud of its great movie 
industry, citrus groves, beautiful scenery and 
climate. We, too, are proud . . . of the fine insur- 
ance service and company representation as ex- 
emplified by these Equitable Life of Iowa gen- 
eral agents and their associates. We salute the 
Golden State and these men of ours. 


LIFE INSURANCE COMPANY OF IOWA 


and he went on further and asked how 
many more thought a minute had 
elapsed. More hands went up. He kept 
on talking and when he next asked, 
nearly all hands were up—but actually 
only 45 seconds had gone by. 

“T have known good agents who play 
around literally for days before they 
are satisfied with what they are going 
to say in that first minute,” said Mr. 
Engelsman. He said it is not enough 
to think out what you are going to say 
or even to write it out but it should 
be tested to see how the prospect would 
probably react. 

Mr. Kuesel said that the best sales- 
men are those that believe they are 
doing the prospect a favor. When it 
comes to closing the sale he said he 
likes the definition given by the late 
Paul Speicher of Insurance R&R: 
“Helping the prospect make the right 
decisions.” It is at this point, Mr. 
Kuesel emphasized, that the salesman 
must take command. 
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EQUITABLE LIFE OF IOWA IN 
CALIFORAIIA 
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FOUNDED IN 1867 IN DES MOINES 


Fire, Casualty 
Insurers Now In 
The Life Business 


In the last year or two quite a few 
fire and casualty insurers have or- 
ganized life subsidiaries, or have ac- 
quired them, and more are expected 
to do so. Home recently purchased 
control of Peoples Life of Frankfort, 
Ind. Employers group is in the process 
of forming a life company. Hartford 
Fire, of course, long has had a charter 
for Hartford Life, but it has not been 
activated. 

A partial picture of developments 
during the past two years is contained 
in this listing of life insurers which 
are subsidiaries of fire and casualty 
companies. 

Allstate Life formed by Allstate. 

American Life formed by American 
Surety. 

American States Life formed by 
American States. 

Blue Ridge Life formed by Blue 
Ridge. 

Citizens Life created by the con- 
verson of Arex Indemnity, a subsid- 
iary of Citizens Casualty. 

Colonial Life acquired by Federal by 
an exchange of stock. 

Commercial Standard Life formed 
by Commercial Standard. 

Fidelity Bankers Life formed by 
Markel group. 

Fidelity Life Association affiliated 
with Kemper group. 

General Life formed by General of 
Seattle. 

Hartford Life formed by Hartford 
Fire group. 

Life of North America formed by 
North America. 

Motor Club of America Life formed 
by Motor Club of America. 

Peoples Life control purchased by 
Home. 

Safeguard Life formed by Safeguard 
of London & Lancashire group. 

Security-Connecticut Life formed by 
Security of New Haven. 

United Pacific Life formed by United 
Pacific. 

Valley Forge Life formed by Amer- 
ican Casualty. 

Western Life acquired by St. Paul 
F.&M. by an exchange of stock. 


A&S Insurers Also Enter 


There also has been some activity 
in entering the life business on the 
part of A&S insurers. Protective Se- 
curity Life of Los Angeles formerly 
wrote A&S only, Farm & Home of 
Indianapolis is now writing life, as is 
Time of Milwaukee. 

Finance and investment companies 
have made similar moves, the three 
most recent being the formation of 
Investors Syndicate Life & Annuity 
by Investors Diversified Services of 
Minneapolis, Consumers Life by State 
Finance of St. Louis, and Cumberland 
Life by Associates Finance of South 
Bend, parent company of Emmco. 


No. America Of Richmond Offers 


Non-Can Income Cover To Age 65 


North America Assurance of Rich- 
mond has introduced a _ non-cancel- 
lable, guaranteed renewable disability 
income policy with a level premium 
guaranteed to age 65. 

The minimum issue for both acci- 
dent and sickness is $100 and the 
maximum is $400 a month. Lifetime 
disability is provided for accidental 
injuries and 12 or 24 months’ cover- 
age for sickness. The policy is written 
on men in classes AA to C only. 

The company has set up a monthly 
pre-authorized check plan for paying 
life and A&S premiums. 


February 8, 195 


Hancock Unveils 
Giant Computer 
Made For Many Jobs 


John Hancock has dedicated a ney 
electronic data processing system at 
the home office. 

President Byron K. Elliott Presided 
at a luncheon and tour of the insta}. 
lation for 200 guests. Known as Upj. 
vac II, the computer is the first 
its kind. 

Lt. Gen. Leslie R. Groves, wartime 
head of the U. S. army Manhattan pro- 
ject which created the first atomic 
bomb and now vice-president of Rem. 
ington Rand division of Sperry Rang 
Corp., was principal speaker at the 
luncheon. He lauded John Hancock 
as “forward thinking and courageoys 
in its business operations” and empha. 
sized that electronic data processing 
will never become a threat to the ug 
of the human brain. Instead, it lifts 
the burden of repetitive data process. 
ing from management so that more 
profitable and less laborious thinking 


can be the rule rather than the ey. | 


ception, he said. 
Will Calculate Anniversaries 


John Hancock will use Univac II ty 
make the numerous calculations ner. 
essary on the anniversary of each pol- 
icy. This is a complex task involving 
cash value, annual dividends, loan 
interest and other intricate computa- 
tions. Other tasks in the group, policy 
and claim departments will be con- 
verted to the computer during the 
next year. 

At the same time, the company will 
continue to make use of its Univac ], 
installed in 1955, which is now han- 
dling premium billing for district agen- 
cies, home office payroll, commission 
authorizations and much of the year- 
end work required for legal purposes. 


Equipment Is Welcomed 
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Mr. Elliott said the introduction of 
electronic equipment has been wel- 
comed at the home office as an in- 
fluence toward up-grading jobs and 
creating additional opportunities for 
advancement among home office per- 
sonnel. These devices work to advan- 
tage in handling the service required 
by policyholders and are practical nec- 
essities for handling the increased vol- 
ume of ordinary business. Sales were 
up 22% in 1957 and up 50% in the 
first two weeks of January. 

The Univac II consists of a central 
computer, 17 tape units and an oper- 
ator’s console. Located in adjacent 
rooms are a special motor generator, 
switchgear, transformer and _ power 
supply. Although it has the same ap- 
pearance as Univac I, the new system 
has greater speed, larger capacity in 
the same space, requires less power 
and has no temperature control prob- 
lems. It was installed at a cost of $1. 
million. 


N. Y. Department Will 
Hold Open House In May 


Gov. Harriman has designated May — 


4-10 the period during which, for the 
second time in New York history, all 
state departments, bureaus, and agen- 
cies will hold open house for the pub- 
lic. The insurance department has af- 


ranged for its New York City and 


Albany offices to be open May 5-9 
to visitors. Guided tours will be ar- 
ranged. 

The state government-wide open 
house will mark the 75th anniver- 
sary of New York state civil service. 
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LIAMA Names 1958 
Committee Heads 


Frank B. Maher, vice-president of 
Jonn Hancock and president of 
LIAMA, has named committee chair- 
men for 1958. 

They are Eber M. Spence, vice- 
president and director of agencies of 
American United, annual meeting; K. 
G. McNab, vice-president and chief 
agency Officer of Manufacturers, and 
Fritz G. Lindley, vice-president of 
Pan-American Life, vice-chairman, 
associate member companies; William 
B. Stannard, vice-president in charge 
of agencies of Occidental of Califor- 
nia, audit; Marcel A. Gay, director of 
agencies of Alliance Mutual Life, Ca- 
nadian companies; Willard H. Griffin, 
superintendent of agencies of North- 
western Mutual and Herbert C. Skiff, 
vice-president of Phoenix Mutual, 
vice-chairman, compensation; Karl 
Kreder, 2nd vice-president of Metro- 
politan Life, and Clifford L. Morse, 
agency vice-president of Phoenix Mu- 
tual, vice-chairman, education and 
training. 

Subcommittee Chairmen 


Subcommittee chairmen include C. 
B. Metzger, vice-president of Equita- 
ble Society, management training in 
ordinary companies; Paul J. William- 
son, assistant vice-president of Life of 
Virginia, combination company train- 
ing; Glenn O. Mulvey, director of 
A&S sales of Mutual of New York, 
A&S training; Hollis L. Manly Jr., di- 
rector of training of Amicable, agent 
training; Albert H. Curtis II director 
of field training of New England Life, 
advanced sales; Howard H. Conley, 
assistant vice-president of New York 
Life, training aids; Charles H. Schaaff, 
executive vice-president for insurance 
of Massachusetts Mutual, member- 
ship; Grant L. Hill, vice-president and 
director of agencies of Northwestern 
Mutual, nominating; Dean W. Jeffers, 
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vice-president-sales, Nationwide, per- 
sonal and property insurance; A. W. 
Tompkins, executive vice-president- 
agency of State Farm, public rela- 
tions; C. C. Johnson, agency super- 
visor, public relations of London Life, 
quality business; Robert P. Stieglitz, 
assistant vice-president of New York 
Life, relations with universities; R. 
Radcliffe Massey, vice-president of 
John Hancock, and Ford Munnerlyn, 
vice-president and agency director, 
American General, vice-chairman, re- 
search advisory; 

Also, H. P. Dickerson, director of 
marketing research of Nationwide, 
technical; Charles F. B. Richardson, 
associate actuary of Mutual of New 
York and Wallis Boileau Jr., 2nd vice- 
president of Penn Mutual, vice-chair- 
man, distribution cost; George T. 
Conklin Jr., financial vice-president of 
Guardian Life, market; Jose L. Hirsh, 
vice-president Sun Life of Baltimore, 
selection, H. Fred Monley, director of 
field training of Prudential, training 
and morale. 


Serving Until Spring Meeting 


Four committees elect chairmen at 
their spring conferences. Serving until 
the 1958 spring meeting are W. G. 
Alpaugh Jr., president of Inter- 
Ocean, A&S; Norman T. Carson, ex- 
executive vice-president of Central 
Standard, agency management confer- 
ence; Sayre MacLeod, vice-president 
of Prudential, agency officers round 
table; Glen J. Spahn, 2nd vice-presi- 
dent of Metropolitan Life, combina- 
tion companies. 

_Soint committees with other asso- 
Clations include Elmer L. Nicholson, 
superintendent of agencies of Con- 
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Nothelfer To Agency Post At State Mutual 


John B. Nothel- 
fer, a founder and 
partner of the 
company’s Nothel- 
fer-Leck agency at 
Chicago, has been 
appointed director 
of agencies of 
State Mutual with 
headquarters at 
the home office. 
Direction of the 
agency has been 
turned over to Mr. 
Leck, the other 
founder. 





Mr. Nothelfer joined State Mutual in 1929 and became a general agent in 
1939. The Northelfer-Leck agency, was formed in 1945 and has been the leading 
agency for the last three consecutive years. Last year it broke its own record 
for single life agency. production with $11,071,043. Mr. Nothelfer has served 
twice as president of the company’s General Agents Assn. ; 

The company held a “celebration” banquet to mark the agency’s production 
record at the Union League Club at Chicago. From the home office were Joe B. 
Long, vice-president and Edmund M. Randolph, superintendent of agencies. 

Mr. Long in congratulating the agency on its accomplishments said that it 
was just such action that was one of the starters in stirring the company from 
its “New England lethargy” and bringing about a number of innovations. 
“They are doing things in Worcester now necessary to get business,” he declared. 

Shown in the picture, from left, are Messrs. Leck, Long, Randolph and 


Nothelfer. 





necticut General and Paul Norton, 
vice-president of New York Life, vice- 
chairman, advisory council on life un- 
derwriter education and training; C. 
B. Metzger, vice-president of Equita- 
ble Society, agency management train- 
ing advisory; Robert J. Taylor, vice- 
president of United Benefit Life, bank 
premium payment plans; Richard N. 
Lewis, vice-president and agency di- 
rector of Great National, Life Under- 
writer Training Council. 


Committees of the board have as 
chairmen William B. Stannard, vice- 
president in charge of agencies of Oc- 
cidental of California, finance, and 
Glen J. Spahn, 2nd vice-president of 
Metropolitan, ways and means. 


Guardian Life’s field advisory board, 
consisting of six managers, met two 
days with home office executives at 
New York to review plans for 1958 and 
make recommendations from the field. 
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his wife and eight children 
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agent in Mt. Pleasant, Michigan) explains 
the Company’s new Family Plan Policy to 


Write the Director of Agencies for more details fj 





WASHINGTON NATIONAL INSURANCE COMPANY ,“ » 


EVANSTON, ILLINOIS : 













Bos HEINTZ VOICES THE OPINION OF ALL— “The hew family Plan 
Policy i¢ cure to increase your earnings 


AS PURCHASER OF THE FIRST Family Plan Policy issued by the Washington 
National, Bob recognizes a bargain when he sees it. 

He foresees valuable protection for not only his own family, but also 
for his community’s “New American Families’—those vibrant with 


Agent Heintz knows that this low-cost addition to an already complete 
portfolio of Life and A & S coverages makes a selling career with 
Washington National even better in the years ahead. 

In buying Washington National’s first Family Plan Policy, Bob Heintz 
bought an important stake in the future. 
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Mich. Group To Study 
Hospital Pre-Pay Plans 


A comprehensive 2-year study of 
hospital and medical care pre-pay- 
ment plans will begin in March, fi- 
nanced by a $324,760 grant from the 
Kellogg Foundation, Battle Creek. The 
study will be directed by Walter J. 
McNerney of the University of Mich- 
igan’s bureau of hospital administra- 
tion, assisted by technical consultants 
and an inter-disciplinary policy com- 
mittee of university faculty members. 

The governor’s study commission 
of prepaid hospital and medical care 
programs is participating in the sur- 
vey, and aid is pledged also by the 
Michigan Hospital Service and Mich- 
igan Medical Service (Blue Cross- 
Blue Shield), Michigan State Medical 
Society, Michigan Hospital Assn., 
Michigan Assn. of Osteopathic Phy- 
sicians & Surgeons, Michigan Osteo- 
pathic Hospital Assn., and Michigan 
Chiropodists’ Assn. 

The program will examine hospitals, 
allied institutions, and agents in re- 
spect to services offered, general pro- 
gram, effectiveness of organization 
and cost elements; hospital and medi- 
cal pre-payment and insurance plans 
with specific reference to internal 
operation, costs, benefits, and contract 
limitations; relationships between con- 
tract benefits, availability of services 
and use of benefits and services by 
patients; proposals to control hospital 
and medical costs; and population 
samples to determine average health 
experience, charges incurred, amount 
of insurance coverage and current dis- 
ability. 

Carl H. Fischer, professor of insur- 
ance and actuarial mathematics at the 
University of Michigan, will be among 
the technical consultants. Professor 
McNerney has contacted insurance or- 
ganizations among other groups to 
contribute to the project. 


HIAA Designs Plan For 
Collecting Loss Data 


A statistical plan designed to sim- 
plify and facilitate the accumulation 
of loss experience statistics from com- 
panies handling A&S has been com- 
pleted and released to member com- 
panies by Health Insurance Assn, of 
America. 

The plan, devised for individual 
A&S and individual and family hospi- 
tal-surgical-medical policies, is the re- 
sult of two years of research by the 
actuarial and statistical committee, 
headed by T. H. Kirkpatrick, vice- 
president and actuary of Paul Revere 
Life. Specifics were designed by a sub- 
committee headed by T. O. Schwarz, 
assistant treasurer and actuary of 
Standard Accident. 

Information may be obtained from 
HIAA’s office at 60 John street, New 
York 38, and additional copies can be 
purchased for 50 cents each from the 
Chicago office at 208 South La Salle 
street. 


Southland Life To Install 


Electronic Brain System 


Southland Life next year will install 
in its new home office building an IBM 
electronic brain, capable of making de- 
cisions at a rate of more than 2,000 per 
second. The high speed computer will 
be used to process data by means of 
instructions stored in its memory. It 
reads, writes, makes decisions, per- 
forms mathematical operations, sorts, 
collates and then summarizes the de- 
sired information in useful form—all 
with a degree of accuracy and speed 
unobtainable manually. A magnetic 
tape memory enables it to store an al- 
most unlimited volume of information. 
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Accuse Hospitals Of Forcing Aged To 
Subsidize Blue Cross Discounts 


Charges that non-subscribers are 
being forced to pay more for the same 
hospital services being supplied to 
Blue Cross subscribers have been 
made in Massachusetts and Pennsyl- 
vania. 

In Massachusetts, a special legisla- 
tive commission has reported it has 
received evidence that some persons 
of modest means, who are not Blue 
Cross subscribers, have been forced 
to pay more for the same _ hospital 
services supplied to subscribers. Sen. 
Silvio O. Conte, Republican of Pitts- 
field, chairman of the study commis- 
sion, said hundreds of letters have 
been received from sick and aged 
persons complaining about Blue Cross 
and Blue Shield premiums, coverages 
and practices as well as hospital and 
medical charges. 

The commission said Blue Cross, 
with 2.4 million subscribers in Mass- 
achusetts, spent $259,965 for adver- 
tising in 1956 while Blue Shield spent 
$259,251 in the same year. 


The intent of the legislature in ap- 
proving laws setting up’ the Blue 
Cross program was to help persons of 
modest means meet large hospital 
bills, the commission said. 

“It could hardly have been the in- 
tent of the legislature to compel all 
persons in Massachusetts to subscribe 
to Blue Cross,” the commission added. 

Nearly all physicians practicing in 
Massachusetts participate in the Blue 
Shield surgery and treatment pro- 
gram and are bound by the published 
fee schedule when treating subscrib- 
ers. Many glaring examples of charges 
far in excess of the fee schedules were 
cited to the commission in cases of 
non-subscribers who were treated by 
doctors, according to the study group’s 
report. 

The commission further charged 
that Blue Cross-Blue Shield are under 
the dominance and control of a hand- 
ful of persons whose actions and pol- 
icies are largely beyond their sub- 
scribers and the public authority. It 
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If you sincerely desire a profitable lifetime 
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noted that the agency is operated by 
100 voting members, consisting 
of 25 designated by Massachusetts 
Medical Society, 25 by Massachusetts 
Hospital Assn., two by Boston Council 
of Social Agencies, two by Associated 
Industries of Massachusetts, and the 
other 46 by other organizations which 
have subscribers. There is no effective 
public representation in the manage- 
ment and control of Blue Cross under 
this setup, the commission said. 


Must Boost Room Rates 


That Blue Cross management in 
Massachusetts has caused _ serious 
losses to hospitals is indicated by the 
apparent reinstitution under another 
guise of a recently abandoned initial 
service charge by some 25 hospitals 
which had it. These hospitals, acting 
on a Massachusetts Hospital Assn. 
recommendation, are discontinuing 
the $15 admission fee but have al- 
ready announced they would boost 
daily room rates. 

Recently, Francis X. Lang, state 
commissioner of administration, or- 
dered all hospitals participating in the 
Blue Cross plan to abandon the prac- 
tice of charging patients a $15 admis- 
sion fee. He based his authority to 
issue the order on a law which gov- 
erns contracts between hospitals and 
non-profit hospital plans. 


Defends Entrance Fees 


Dr. Dean C. Clark, president of 
Massachusetts Hospital Assn. and di- 
rector of Massachusetts General hos- 
pital at Boston, has contended that 
Mr. Lang acted without authority and 
that the admission fees imposed by 
the approximately 25 hospitals were 
the fairest for absorbing higher oper- 
ating costs. 

Mr. Lang agreed to extend his dead- 
line for withdrawing approval of hos- 
pital Blue Cross contracts for a month 
on condition that conferences be held 
in an effort to reach an agreement. If 
these meetings fail, a court test should 
be held, he said. If the courts uphold 
him, he wants hospital officials to try 
to induce institutions to refund ad- 
mission fees collected after December 
31. 

In defense, Raymond F. Heislein 
and Dr. Norman W. Welch, presidents 
of Blue Cross and Blue Shield, re- 
spectively, declared that socialized 
medicine would be forced on the peo- 
ple if the special study group contin- 
ues to run down the organization. 
They denied that the Blue plans are 
under the domination of a handful of 
people who exercise authority with- 
out regard to subscribers. The enabling 
act under which Blue Cross was es- 
tablished prevents such control. 

They defended the plans’ advertising 
on grounds that it is necessary in or- 
der to attract and hold members and 
keep subscribers informed about their 
coverages. 


Does More Than Other Plans 


Appearing at the hearing on the 
decision of some hospitals to increase 
their rates, Richard Bullock, chairman 
of Burbank hospital at Fitchburg, said 
that Blue Cross does more for the peo- 
ple than any other plan but still 
could be improved. He said hospitals 
should be permitted to collect charges 
from subscribers whose family income 
exceeds $7,000 in order to reduce Blue 
Cross writeoffs. The writeoffs impose 
an unfair burden on taxpayers where 
hospitais derive support from cities. 

The Massachusetts legislature has 
voted to extend the life of the study 
commission for another year. 

In Pennsylvania, criticism of Blue 
Cross was made at public hearings 
conducted by Commissioner Smith on 
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Mass. Mutual 1957 
Life Sales Reached 
Peak $893,302,000 


Massachusetts Mutual’s 1957 life in. 
surance sales totaled a record $893. 
302,000, up $97,833,000, and consisteg 
of $707,971,000 of ordinary and $185,. 
331,000 of group. 

New records for each of the 19 
months were established in ordinary 
sales and the January, 1957, total of 
$82 million was the largest amount 
ever delivered in a single month. Sey. 
enty-two agencies wrote more ordin- 
ary last year than in 1956 and 20 sold 
more than $10 million. The Los An. 
geles agency led with $37 million, 
while Newark and Houston showed 
the largest gains with increases of 
$7 million. 

Insurance in force climbed to $6, 
014,341,000, consisting of $4,961,552,000 
of ordinary and $1,052,789,000 of group. 
Total premium income on all group 
coverages came to $44 million, up 25%. 

Assets rose to $2,075,070,530 at year’s 
end, up $85,843,000. They consisted of 
60.2% in bonds and stocks, 31% in 
mortgage loans, 2.5% in real estate and 
6.3% in other assets. 

The net rate of interest earned on 
investments before deduction of fed- 
eral income taxes was 3.90% ,compared 
with 3.79% in 1956. 

Payments to policyholders and ben- 
eficiaries amounted to $176,568,000, 
consisting of 76% to living policyhold- 
ers and 24% in death claims. Div- 
idends to policyholders came to $34 
million. Unassigned surplus amounted 
to $114 million. 


Continental Casualty To 


Cover Kent State Students 


Continental Casualty was low bid- 
der on a voluntary A&S insurance plan 
for students of Kent State University. 
The proposal to install the insurance 
program, which will cover 5,044 stu- 
dents, was prepared by a student- 
faculty committee and was accepted 
through a student election. Trustees 
are expected to take favorable action 
on the plan when they meet this 
month. 

The policy will cover students for 
$500 of accident and sickness and has 
an annual premium of $18. No physical 
examination is required. 





requests for rate increases filed by 
Associated Hospital Service of Phila- 
delphia. Witnesses questioned the ef- 
ficiency with which hospitals are op- 
erated and the adequacy of their ac- 
counting systems. The reimbursement 
arrangements between Blue Cross and 
the hospitals also were questioned. It 
was suggested that hospital facilities 
may be subject to over-use by Blue 
Cross subscribers. 

Representatives of half a dozen 
hospitals said they are dissatisifed 
with the terms of payment for serv- 
ices rendered to subscribers. They said 
discounts to the Blue Cross vary from 
11 to 15%. They charged that this 
deficit had to be made up by increased 
charges to non-Blue Cross patients. 

Dr. Frederick A. Bothe, president of 
Philadelphia County Medical Society, 
declared that approval of the rate in- 
crease would price Blue Cross out of 
the market and would leave a large 
segment of the population without cov- 
erage. Rates should be maintained at 
close to present levels, even though 
some changes would have to be made 
in the coverage. Blue Cross should be 
designed primarily for the low and 
middle income groups. 
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mounted Arthur A. Ebenstein of Beverly Hills, California, has 
achieved in his career a professional stature which has 
won the respect and confidence of many of America’s 
ro most celebrated personalities. For 25 years a nationally 
recognized underwriter representing The Union Central. 
ents his impressive roster of clients is dominated by leading 
w bid- _ figures of motion pictures, television and music. 
ce plan whee 
versity. As consultant and advisor to the entertainment industry, 
a oe Mr. Ebenstein’s unusual success in preparing his famous 
tudent- policyholders for financial uncertainties of the future is 
— undeniable. Over the past quarter of a century, he has 
rustees ; . : a ; 
action assisted them in creating life insurance estates totaling Leo Durocher, former great baseball Gary Cooper, twice a 
et this almost one hundred million dollars. And the average size — M&Paser, and. Pow an ome ‘Day. Academy Award, has been 
: . moti icture and TV star, Arthur Ebenstein’s frien 
nts for policy 1S about $150,000. Delle ethene. a Arthur Bhenstetn. and client for over 28 years. 
ae he Interpreting his career in terms of personal accomplish- 
hysical 7 : rae : ; 
ment, Mr. Ebenstein has distinguished himself as a life 
member of the exclusive Million Dollar Round Table, a 
led by charter member of his Company’s President’s Club, and 
Phila- president or vice president of his Company’s $500.000 
he ef- Club on six occasions. He has sold in excess of $3,000,000 
re op- of life insurance for The Union Central during each of 
ool the past three years; and in 1957 he led the entire nation 
>! . . 
os wal for his Company with total sales of $3,624,879. 
1ed. It , ee ere ; 
cilities But professional responsibilities have not refused him 
+ Blue opportunities to enjoy still other rewards of his success — 
diversions which range from frequent rounds of golf at 
rae the elite Hillcrest Country Club to extended vacations in 
_ Europe, South America and Hawaii. In the language of 
serv- ‘ : 3 
Rags show business, Arthur A. Ebenstein well deserves the : 
y 6 a r : S ° Recently, Arthur Ebenstein visited The Union Central Home 
- from top billing he has earned as The Union Central’s pip ine to ps expansion of a oe eee pneu for 
: , ; a televisi ti . At right, Union Central i- 
t this leading underwriter. a television production company. Atright, Union Central Pres 
reased 
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Inflationary Pressures Cause Many Changes 


In Pension Plans And Investments: Calvert 


The pressures of inflation have 
brought about many changes in the 
approach to corporate pension planning 
and in the investment of pension funds, 
Geoffrey N. Calvert, vice-president 
and director of the consulting actuarial 
division of Alexander & Alexander, 
New York brokerage firm, told a 
meeting on personnel administration 


sponsored by National Industrial Con- 
ference board at New York. 

Speaking at a session on controlling 
fringe benefit costs, Mr. Calvert listed 
some of the changes as: 

e The swing by trustee banks into 
common stock investments in order to 
raise the yield of pension funds and 
secure long term capital gains which 
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might be used to offset increased pen- average earnings concept, in which the 
sion liabilities. pension of each retiree is based on jj 
e The migration of pension plans from earnings during the last five or 
insurance companies to trust funds in years before retirement. 

order to capture the advantages of a e The development of the equity yn} 
diversified investment portfolio as a pension, under which the pensiong 
means of reducing costs and providing generally receives part of his pension 
a hedge against inflation. in fixed dollars and the other part jy 
e The emergence of split funding, the form of shares, the values of whic, 
which combines an insured fund with are governed by the movements of 
a trust fund with the same objectives the stock market. 

in view. e And finally, the emergence of the 
e A continued increase in the number properly designed cost of living pep. 
of pension plans based on the final- sion plan, which provides a pension 
directly linked to a moving average 





Great-West 
reports on 


Sales Again Exceed 
Half- Billion Dollars 


Great-West Life enjoyed another outstanding year in 1957. Sales ex- 
ceeded the half-billion dollar mark for the second consecutive time. Total 
business in force reached $3,800,000,000 and was featured by the fact that 


1957 


Group life insurance in force passed $1 billion. 


Following are the highlights of Great-West’s development during 1957: 


New Insurance and Annuities.........................-.0.222:02:-------+ 
Insurance and Annuities in Force 
Accident and Health Premium Income 


Paid or Credited to Policyholders and Beneficiaries... 


Rieins os. 
Capital, Contingency Reserve and Surplus 


Great-West Lie 


1957 


THE 


ASSURANCE COMPANY 


HEAD OFFICE - WINNIPEG. CANADA 


S 
$. 510,031,000 $ 507,266,000 


based on the consumer’s price index, 
Would Reinforce Pensions 


The first three of these measures 
are aimed at reinforcing pension funds 
through increased yields and capita) 
growth within these funds, Mr. Calvert 
pointed out. They do not automatically 


This, therefore, would require separate 
action from time to time. The last 
three measures are designed to provide 
benefits more nearly in line with living 
costs. 


been criticized in some quarters as 
involving unknown commitments, but 
actually they call for a more realistic 
approach to the funding of benefits 
than other plans which commit a 
company to go on blindly for years 
without realising the growing necess- 
ity for readjusting its pension plan, 
These plans do not take care of the 
pensioner who is caught in an uptrend 
in the cost of living after he has re. 
tired and the amount of his pension has 
been fixed. 

Equity unit plans involve no w.- 
forseeable cost problems to the com- 
pany and in general hold the promise 
of larger pensions with automatic in- 
creases through time. However, these 
plans embroil the pensioner in the 
unpredictable gyrations of stock mar- 
ket and may provide pensions which 
are falling when the cost of living is 
rising, and vice versa, Mr. Calvert 
noted. : 


Most Directly Concerns Pensioner 


The cost of living pension plan in 
its most fully developed form gives the 
pensioner an income based on what 
directly concerns him, namely changes 
in the cost of living itself. If properly 
equipped with safety features which 
would control a too-sudden change in 
pensions due to a sudden sharp infla- 
tion, and if established in conjunction 
with a properly invested pension 
fund, this type of plan can be esta- 
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ae 2 eee ee 30, 62 3,400.1 z : 

Sth Eki 3,836,720,000 400,107,000 blished with less real financial risk 
22,887,000 18,790,000 to the corporation than is inherent 
in many older types of plans currently 
100,120,000 89.380,000 in force. This greatly enhances em- 

ploye satisfaction. 
enccccccccctecrenccncecccecccorscscscccceces 636,831,000 596,202,000 The primary key to the long term 
cost of a good pension plan lies in 
pe Ae ere we 6 ee ee 597,328,000 561,299,000 the investment policy associated with 
ee er 39,503,000 34,903,000 it. In any plan where this is properly 


geared to the concept of a long term 
upward trend in living costs or living 
standards, the provision of benefits 
which also recognized these trends is 
not as costly as is generally supposed, 
Mr. Calvert added. 


Continental Casualty 


Names Frye In Minn. 


James R. Frye has been named 
manager of Continental Casualty’s 


=) 
—! 
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A&H office in Minneapolis. Mr. Frye © 
joined the company two years ag0, 
leaving a position as sales manager } 
for an automotive parts business. He 
was recently given special recognition 
by Continental as “Branch Man of the 
Month.” 
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tt! Mass. Mutual Raises 


Perry, Simpson And 
Macdonald To V-Ps 


Massachusetts Mutual has promoted 
Kenneth W. Perry, John R. Simpson 
jr. and Arthur I. 
Macdonald from 
ond vice-presi- 
dents to vice-pres- 
jdents in agency 
operations, invest- 
ments and mort- 
gage loans, respec- 
tively. 

Mr. Perry, 2nd 
yiee-president 
since 1956, was 
with the Spring- 
field agency from 
1931 until 1942 


K. W. Perry 
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when he became an agency assistant 
at the home office. He became assistant 
director of agencies in 1943. After 
military service, he headed the Hart- 


turning to the home office as director 


Mr. Simpson, in the investment de- 
partment since 1932, was named in- 
vestment secretary in 1950 and 2nd 
vice-president in 1954. Mr. Macdonald 
joined Massachusetts Mutual in 1940, 
becoming superintendent of mortgage 
loans in 1953 and 2nd vice-president 
in 1956. 


Guardian Introduces 
New Family Policy 


Guardian Life has introduced a fam- 
ily policy with a special option pro- 
viding paid-up insurance for both hus- 
band and wife. 2 

Known as the “family protector,” 
the policy has $5,000 of life paid up at 
65 for the father, plus a $5,000 acci- 
dental death benefit; $1,250 of term 
to father’s age 65 for the mother if she 
is the same age, more if younger and 


' less if older, plus the accidental death 


benefit, and $1,000 of term for each 
child until he reaches age 22 or the 
father reaches age 65, whichever is 
earlier. Children under 18 at the time 
the policy is issued and all new ar- 
rivals are automatically included with 
no increase in premium regardless of 
the number. 


May Accumulate Dividends 


The father’s coverage is guaranteed 
paid up at 65. Dividends may be ac- 
cumulated and used at 65 to buy addi- 
tional paid up protection. The father 
has the option of splitting the paid up 
insurance between his wife and him- 
self on a one-to-four basis, giving both 
of them continuing protection with no 
further premiums after the normal re- 
tirement age of 65. 

Accumulated dividends may be used 
to make the policy paid up before the 
father reaches 65, with the term cov- 
erage on the other members of the 
family continuing just as if premiums 
were being paid. 

The accidental death benefit does not 
cease at age 65, but continues as long 
as the policy remains in force. If the 
option splitting the paid-up protection 
between mother and father is elected, 
the accidental death benefit continues 


_ on both for life. 





If the father dies prior to age 65, 
term coverage on other members of 
the family is continued without further 
Payment of premiums. If the mother 
dies before the father reaches 65, her 


_ term coverage is transferred to him. 


The policy also provides an oppor- 
tunity for the father to buy $50 of 
monthly disability income with each 
unit at a low net premium, rounding 
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out the family coverage for death or 
disability. 

The policy includes all the provisions 
of Guardian’s regular policies, plus the 
right for the mother to convert her 
term to a permanent plan when the 
father reaches age 65, and for the 
children to convert at the end of their 
term period to any permanent plan for 
up to five times their original coverage 
without any evidence of insurability. 


Hartford CLU Chapter 


To Award Fellowships 


Hartford CLU chapter has estab- 
lished a CLU institute fellowship fund 
to foster members’ attendance at CLU 
institutes. 

Three fellowships of $100 each are 
available to chapter members for de- 
fraying the expenses of attending a 
1958 CLU institute. Three places at 
the CLU institute to be held at Storrs, 
Conn., have been reserved for recipi- 
ents of these fellowships. If, however, 
an applicant wishes to attend the in- 
stitutes at Madison, Wis., or Boulder, 
Colo., he should make his own reser- 
vation and so indicate in his applica- 
tion. 


Slate Annual Insurance 
School At U. Of Conn. 
For July 28 To Aug. I 


“The Business Unit and Life Insur- 
ance” will be the theme of the 15th 
life insurance school to be held at 
University of Connecticut July 28- 
Aug. 1 by Connecticut Assn. of Life 
Underwriters, the university school of 
business administration, and the divi- 
sion of university extension. It is a 
semi-advanced school for men with 
at least three years in the business. 


List Instructors 


Among the instructors will be Ralph 
G. Engelsman, sales consultant of New 
York; Joel I, Friedman, New York at- 
torney; Lawrence Knecht, Cleveland 
attorney; Robert J. Lawthers, director 
of benefits and pension business of 
New England Life; E. H. White, di- 
rector of the advanced underwriting 
service division of Insurance R & R, 
and Milton Young, New York attorney. 

The school will be opened by 
Laurence J. Ackerman, dean of the 
school of business administration. Wil- 


bur W. Hartshorn, superintendent of 
agencies of Metropolitan Life, will give 
the closing address. 

Subjects will include the form of 
business organization, insurance for 
business purposes, agreements, estate 
planning for the owner of the closely 
held business, trends in life insurance, 
and selling insurance for estate and 
business purposes. 

Information about fees and program 
may be obtained from the school of 
business administration at Storrs, 
Conn. 


B.M.A. Introduces 
Preferred Paid At 90 Plan 


Business Men’s Assurance has de- 
velope a new preferred paid at 90 life 
contract. 

This new executive policy, issued in 
amounts of $25,000 or more, is being 
made available to replace the preferred 
whole life form. The policy is issued 
from ages 10 to 70, inclusive, and the 
maximum amount issued is $100,000. 
One of the desirable features of the 
new preferred paid at 90 plan is the 
higher cash values in early years. 
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The television programs that The 
Prudential sponsors are educational in 
that they all deal with “facts”—docu- 
mented, indisputable historical facts. 

“You Are There,” “Air Power” and 
now “The Twentieth Century” have 
either recreated incidents of historical 
value or provided actual television 
coverage of important world events. 

To further supplement the informa- 
tive value of its programs, The 
Prudential provides a special educa- 
tional service — “Television Teaching 
Aids” — printed material specifically 
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You'll enjoy “The Twentieth Century,”’ Sundays, CBS-TV 






television 


teacher 
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designed to assist the secondary class- 
room teacher in meeting the needs and 
interests of students. Each week these 
Teaching Aids are distributed nation- 
ally and many educators have come to 
rely upon them and look forward to 
receiving them. 

These “Television Teaching Aids” 
help bring television into the classroom. 
They help to incorporate television 
into a school’s everyday curricula. And 
they help to prove that television can 
be used as a source of mass education 
as well as mass entertainment. 


* SICKNESS & ACCIDENT PROTECTION 
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Manufacturers Sold 
$380 Million In 1957 


Manufacturers Life sales in 1957 
amounted to $380 million and insur- 
ance in force rose to $2.6 billion. 

The net rate of interest earned af- 
ter investment expense was 4.79% 
compared with 4.59% in 1956. Assets 
at year-end totaled $761 million. Pay- 
ments to policyholders and benefici- 
aries reached a record $48 million. 

The U. S. organization sold a record 
$117 million. Business in force in the 
U. S. rose to $777 million. 
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Offer New Periodical 
To Help CLU Students 


The first issue of CLU Student Top- 
ics, a new publication designed to help 
CLU students prepare for their exam- 
inations, is being mailed to enrolled 
students whose names are on file with 
American College. 

Will Form Clearing House 

Intended as a_ clearing house 
through which students may exchange 
ideas that will help make their study 
processes more interesting and effec- 
tive, the new periodical will be is- 


sued regularly by the college’s ed- 
ucational services department. 


The initial number carries a front 
page message from S. S. Huebner, 
president emeritus of the college. Oth- 
er items include a discussion of the 
use of study tools and a request for 
students to contribute answers to sev- 
eral specific questions about the ef- 
fect of study methods. Future issues 
will provide ideas from students on 
how to schedule study time, how to 
make the best use of the study guides, 
and ideas that have been used by suc- 
cessful candidates. 





GENERAL AGENT 
OPPORTUNITY 


CAN YOU PROSPECT? 





Do your prospects come directly from your own effort, ability 
and imagination and not from office leads, your 
supervisor, your manager? 


Can you show others “how to’? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you’ve got, you'll 

do better with our proven competitive merchandising plans 
featuring dismemberment—lifetime income—top value income 
settlement option—and the premium payment plan of the 


future, Check-O-Matic. 


Can you inspire and show others “how to” ? 


CAN YOU COMPETE? 


Do you enjoy competing with others? More important, do you 


compete with yourself ? 


Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top present and future dollars for your own 
personal “know how” and for your ability to show others “how to”? 


HERE’S YOUR ANSWER! 








Licensed in: Arizona, Calif., D. C., Delaware, Georgia, IIl., Ind., lowa, Ky., Md., Mich., Minn., Mo., 


Highest lifetime service fee in the business to adequately compensate 
the career underwriter—fully vested renewals for 9 years— 

top 1st year commission on par and non-par policies—agency office 
allowance—non-contributory pension plan—operating capital 

for new agents. 


Write, Wire, Phone 
FREDERICK E. JONES, President 


HOWARD W. KRAFT, Vice President 


and Director of Agencies 


ome) 7.u 2 ae 6 > 


COLUMBUS 15, OHIO 


No. Car., Ohio, Pa., Texas, Va., and W. Va. 
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General American 
Holds Agency Meeting 
For GAs, Managers 


Agency building was the subject y 
the week-long conference on agen 
management at St. Louis conduct 
by General American Life for a gg 
lected group of general agents and 
district managers. The meeting, whic, 
drew 83 general agents, managers and 
company executives when it openg 
at Coronado hotel, was the largey 
since the program’s inception a fe, 
years back. 

President Sidney W. Souers told the 
agents and managers in the Opening 
Monday morning meeting: “This cop. 
pany is an agency-minded company 
By this I mean that strong emphasi 
is placed not only on sales, but 
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the relationship between sales repre. 
sentatives and the company... We 
believe that the growth and develop. 
ment of the company are directly je 
lated to the quality of its field oy. 
ganization.” 


Report On Sales Performance 


The remainder of the day’s meetings | 
was devoted to a report on the con. 
pany’s record 1957 sales performance 
its standards and methods of selec. 
tion, actual case studies, and recruit. 
ing. A 25-page company booklet on 
the fundamentals of teaching was dis. 
tributed and explained. 

Tuesday’s sessions began with fur. 
ther emphasis on recruiting “quality 
men to do a quality job,” as outlined 
by Eugene B. Boisaubin, director of 
agencies of the eastern division. 0, J 
Burian, vice-president and actuary, 
analyzed persistency on business for 
1954-56, explaining reasons for the 
industry-wide drop in persistency, and 
controls that wili increase persistency, 
Afternoon meetings covered agency 
financing, how selection and recruit- 
ing controls financing and how train- 
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ing governs the results, and sales pro- 
motion material and plans for 1958. 

Wednesday morning was devoted to 
detailed explanations of how to prop- 
erly use and sell the Gerieral American 
Life funded and split dollar plans, 
along with deferred compensation, and 
simple programming. Mr. Boisaubin 
and Charles E. Fritsche, director of 
agency training, led the discussions. 
A joint meeting of general agents and 
company group representatives fol- 
lowed at which copies and an explan- 
ation of the “Agency Division-Group 
Division Standard Operating Proce- 
dure Manual,” were presented along 
with the group division’s objectives, 
— and sales plans for 
1958. 


Analyze Agents’ Contracts 


Thursday’s meetings covered analy- 
sis of the company’s lifetime security 
franchise contracts for agents, includ- 
ing their special benefits and values 
to the individual. 

The annual president’s dinner was 
held Thursday evening at Hotel Chase. 
Mr. Souers presented the company’s 
eight top awards to the outstanding 
individual agents and general agencies 
of 1957. 

The final day of the conference was 
devoted to separate meetings of the 
general agents and the district man- 
agers in which their contracts were 
examined and evaluated. 


Form Cosmopolitan Lite In Okla. 


Cosmopolitan Life of Pauls Valley, © 


Okla., has been licensed in Oklahoma 
with authorized capital of $250,000. A 
stock company, it will sell only life. 
State Sen. Herbert Hope, Democratic 
candidate for governor, is president. 
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A unique sales training program, 
the first of its kind in the insurance 
pusiness, Was introduced to the Berk- 
shire Life field force at the 1958 con- 


gents ani yention at Belleair, Fla 
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The program started with the com- 
pany’s belief that an important part of 
successful sales training is simulation 
of actual sales conditions. The search 
for a technique that would come clos- 
est to giving a trainee the experience of 
field interviews before he actually 
stepped out on the “firing line” led to 
Seminar Films, Inc., of New York, 
which already had the answer. 


Based On Loop Film Principle 
It is a technique based on a loop 





film principle which permits the con- 
tinuous running of a series of short, 
sound motion picture loops which “talk 
pack” to the trainee from a small 
screen. Thus the prospect is realisti- 
ally presented so that one or a small 
group of trainees gets the feeling of 


| the live interview without leaving the 


training room. Another advantage is 
that ultimate success of the training 
does not depend as heavily as other 


if 
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Berkshire Unveils Unique Sales Training 
Films That ‘Argue’ With Agent-Trainees 


and the design was roughed out. Sem- 
inar Films sent a researcher to two 
general agencies where several days 
were spent with an agent calling on 
prospects and learning the techniques 
and tools. Next step was preparation 
of rough script, testing and polishing 
of the script, casting and finally film- 
ing of the ten-loop series. The pilot set 
of films was delivered last October, 
when an intensive training program 
for home office agency department 
staff men was begun. They were train- 
ed by Seminar Films personnel in the 
general technique so that they, in turn, 
could train the general agents and 
supervisors of nine agencies selected 
for initial installation of the program. 
This intensive training was carried out 
in Florida by holding over the man- 
agement personnel from the nine a- 
gencies after conclusion of Berkshire’s 
general agents’ and supervisors’ con- 
ference. 


LIAMA Researchers Help 


During development of the pro- 
gram, representatives of LIAMA’s re- 
search division sat in on all major con- 





Berkshire Life has introduced to its field force a unique sales training pro- 
gram which uses loops of motion picture film depicting prospects who “talk 
back” to the agent-trainees from the screen. The purpose is to simulate actual 
sales conditions and thus teach new agent how to handle objections from pro- 
spects. Shown examining some of the equipment are (from left) Lawrence W. 
Strattner Jr., superintendent of agencies; Charles E. Ferree Jr., director of 
sales promotion and advertising, and George D. Covell, agency vice-president. 


techniques on the skill of the trainer. 

First section of the program is a 
series of loop films in which the image 
on the screen is a prospect who voices 
objections to granting a fact-finding 
interview. In each of these loops, after 
each objection, the film is silent while 
a time bar on the screen shows the 
trainee how much time he has to 
answer the objection. During these 
timed periods of silence from the 
Screen, the trainee learns the skill of 
handling objections smoothly and com- 
fortably. 


Includes Case Histories 


The second part of the new visual 
training program is a series of case 
histories presenting different sets of 
data for 12 different prospects. Work- 
ing with these problems, the trainee 
Is taught to collect his data and pre- 
pare an effective proposal. 

The final section is a series of five 
loops setting the pattern of and prac- 
tice in the close. The same prospects 
as appeared in the approach loops are 
used in the close series. By practicing 
with these loops, the trainee learns 
how to conduct an effective closing in- 
terview when he comes back to the 
prospect with his proposal. 

Berkshire began developing the pro- 
sram in August, 1956, when contact 
was established with Seminar Films 


XUM 


ferences, assisted in the preparation of 
the cases illustrated in the printed 
portion of the program, and were 
trained in the technique along with 
Berkshire’s home office representa- 
tives. The research division has begun 
setting up an extensive evaluation 
plan to test the effectiveness of the 
technique. Berkshire has granted the 
use of its materials for the evaluation, 
which will be based on use in agencies 
varying in size and type and repre- 
senting several different companies. 
According to LIAMA, one of the 
industry’s greatest needs is for an 
audio-visual training technique which 
closely simulates actual sales condi- 
tions. Berkshire’s program may be 
such a technique, with additional po- 
tential as an effective selection device. 


— 


Buchanan Leads State Life Agents 


Ernest L. Buchanan, manager at 
San Francisco, was the leading pro- 
ducer and outstanding manager for 
1957 of State Life of Indiana. Oren H. 
Ellis, Stephensville, Tex., was second 
in production. Other top producers 
were: William Bryan and Albert M. 
Bryan of Pittsburgh; David J. Wil- 
liams, Ellwood City, Pa.; John K. 
Hamer, Indianapolis; Arthur L. Cotten, 
Atlanta; Chester S. Fay, San Francisco; 
Joseph A. Reginato, Mountain View, 
Cal., and C. Buck LeCrow, Atlanta. 











Shenandoah’'s come 
up with something 
different... 


Shenandoah’s New Sales Program 
Backs The Man In The Field 








@ continuous sales training directed by a special- 
ized staff 

@ new, self-selling promotion material written 
in the prospect’s language 

@ quick service in setting up life insurance 
programs to fit individual needs 


with: 


Shenandoah’s new Field Sales Program is 
designed to close in the gap between field staff and 
home office . . . to promote field programs . . . to 
give managers and agents the kind of backing they 
have every right to expect. Don’t just take our 
word for it — ask any Shenandoah man if this 
isn’t so. 


INCREASE YOUR EARNING POWER EASIER AND FASTER WITH SHENANDOAH 


For full information, write: 
G. Frank Clement, C. L. U. 
Vice President in Charge of Agencies 


Shenandoah Life 
Srsurance Company 


Home Office © Roanoke, Va. 
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A Mutual Life Insurance Company Owned By And Operated For lis Policyhoiders 





Frederick E. Jones, Pres. 
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Dawson Urges Repeal 


Of Tex. Robertson Law 

Repeal of the long-standing Rob- 
ertson investment law, under which 
out-of-state life companies must in- 
vest at least 75% of their reserves 
on Texas policies in Texas securities, 
was urged by Louis W. Dawson, pres- 
ident of Mutual of New York, in a re- 
cent address in Dallas. 

Mr. Dawson pointed out that the 
situation today “makes the Robertson 
law look like an academic thing,” 
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since records reveal that the affected 
companies have invested in Texas al- 
most three times as much as the law 
requires. But more important, he 
opined, was that the law “might even 
be a dangerous thing for Texas in the 
future” for this reason: “Other states, 
in which life insurance investments 
have been relatively small, look long- 
ingly at the Robertson law as a device 
which might increase investments in 
their states. And this could reduce 
the amounts that might otherwise go 
into Texas.” 


Mr. Dawson was attending the an- 
nual meeting of Mutual’s Dallas agen- 
cy. Other officers on hand included 
Vice-president Clifford B. Reeves and 
D. D. Briggs, regional vice-president 
at Atlanta. The Dallas agency, with 
R. Percy Goyue as manager, reported 
sales in excess of $10 million during 
1957. 


Timothy W. Foley, director of brokerage 
sales of State Mutual at New York, spoke to 
Hudson County (N. J.) Assn. of Life Under- 
writers on the use of visual aids in merchan- 
dising life insurance. 
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agents can’t miss! 
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OWN GENERAL AGENCY 
MONEY-MAKING SALES PACKAGES. New! 


Colorful! Dynamic! Plus a new, easy- 
to-use Brain-Book and Brain-Kit. Your 





THE COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Fred C. Adams, Sup’t. of Agents 
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PACKAGED TRAINING PLANS. New! 
Amazingly simple! Easy to use! 
«+eeA quick money-maker for new 
or old agents! 


Agency Building 


Pportunities in: 
Alabama, Arizona, California, Delaware 
Florida, Georgia, Illinois, Indiana lowa, 
Kansas, Kentucky, Maryland, Michigan, 
New Jersey, North Carolina, Ohio, Penn- 


sylvania, Texas Virginia, Washi 
; : ‘ ngt 
and West Virginia. mon 0 


February 8, }9; 


Everett Tells Dangers 
Of Federal Health Cove, 


Attacking the trend toward feder| 
health insurance as a threat to priya, 
enterprise and to the 123 millc, 
Americans who now have healt 
coverage, Ardell T. Everett, 2nd vig. 
president of Prudential, addresseq 
January meeting of New Jersey Ag, 
of A.&H. Underwriters. 

Mr. Everett traced the growth ¢ 
government control of the basic hq. 
pital insurance field in Canada, sty, 
ing: “The Ontario Province plan yj 
be exclusive, and private insurers wil 
be restricted to providing thin suppk. 
mental benefits over and above the 
plan.” 

He pointed out that the tendency 
legislative bodies in the U. S. to pig 
up social legislation from overseas ¢ 


ed as “a definite intrusion into th 
field of private enterprise” Congrey 


its long-term disability benefits to a 
workers over 50. 


Discusses Forand Bill 
He discussed the provisions of th 


gress, commenting, “The America 
Medical Assn. considers it, as we 
nothing more than compulsory nation, 
health insurance and is opposing i 
strongly. If we ever go into federd 
health insurance, you’re giving up; 
lot of freedoms, and so are yor 
clients,” he warned. “The client wil 
pay more than he’s paying now, ani 
he’ll get less benefit.” 

He urged those present to call upn 
their companies to seek ways 
broadening coverage into areas her. 
tofore not insured. “We must do mor 
in seeing that old-age coverage—ever 
lifetime coverage—is made availabk 
to the insuring public for some type of 
hospital and medical care coverage.” 

The 1958 officers of the association 
were installed by Francis T. Curran, 





across the border continues and labg. | 


1956 extension of social security wit, 


Forand bill to be considered by Cop.’ 





America Fore-Loyalty group, a past 
president and immediate past chair- 
man of the association board. Richard 
H. Connolly, Washington National, is 
the new president and succeeds Eston 
V. Whelchel of Provident L&A. 
Ephriam Weiniger, Paramount Mutual 
Life, is secretary. 


Central National Names 
Rochholz Secy-Treasurer 


retary-treasurer and a 
Central National group of Omaha to 
succeed Robert J. McKee, who has re- 
signed. 

Mr. Rochholz, who went with 
Central National in 1953, was former- 
ly comptroller for Iowa Mutual group 
and before that an examiner for the 
Iowa insurance department for 10% 
years. 

Central National companies, special- 
izing in insurance for installment fi- 
nancing institutions, began operation 
in 1947 and are now in 41 states, 
Alaska and the District of Columbia 
Premiums written in 1957 were $148 
million with life insurance in force of 
nearly $200 million. 


Samaritan Life Changes Name 
Directors of Samaritan Life recently 
voted to change the company’s name 
to Union Trust Life. Organized as 4 
fraternal in 1897, it became a mutual 


tive offices were moved from Duluth 


June. The company is operating 
nine states, and has applied for 
licenses in 11 more, including Wis 








consin. 


Max Rochholz has been elected set-, 
director of| 





legal reserve company in 1950. Execu- | 


to Milwaukee after control was ac- 
quired by Milton R. Polland, chairman,’ 
and Millard F. Bradley, president, last 











uary 8, }¢ 








ddressed t,) 
Jersey Asg| 


> Srowth ¢ 
© basic hy. 
‘anada, sty, 
ce plan wi 
Insurers wij 
thin suppl. 
| above th 


tendency i 
|. S. to pick 
Overseas qy 





S and label. 
nN into the 
id Congres: 
curity with | 
nefits to al 


ions of the 
ed by Con. 

American 
, aS we dy 
ry nation; 
Opposing jt 
nto federg| 
iving Up a 

are your 
client wil 
y now, ani 


0 call upo 
Ways of 
reas here- 
st do mor 
rage—even 
> available 
me type of 
verage.” 
association 





T. Curran, 
Ip, a past 
vast chair- 
d. Richard 
fational, is 
eeds Eston 
nt L&A. 
int Mutual 


mes 


urer 


ected sec- 
rector of | 
Omaha to 
10 has re- 


ont with 
s former- 
ual group 
r for the 
for 104 


;, special- 
Iment fi- 
operation 
11 states, 
Yolumbia. 
ere $148 
. force of 





ime 





XUM 





February 8, 1958 
DAWSON TELLS MANAGERS 








LIFE INSURANCE EDITION 


Economic Adjustment Periods Arouse Greater 
Interest In Insurance As Form Of Security 


People have a tendency to reap- 
praise their attitudes toward specu- 
lative enterprises and to insure more 
security through more life insurance 
in periods of economic adjustment 
like the current one, President Louis 
W. Dawson of Mutual of New York 
told 130 managers at their week-long 
annual conference with home office 
executives at Chandler, Ariz, 

Many people also tend to reappraise 
their opportunities in the business 
world during adjustment periods. This 
should give the personal insurance 
business better chances to recruit 
good men, Mr. Dawson added. His ad- 
dress, speeches by Stanton G. Hale, 
vice-president for sales, and Roger 
Hull, executive vice-president, and in- 
troduction of new individual and fam- 
ily hospital policies were highlights 
of the meeting. 

It is difficult to predict the future 
course of the economy, Mr. Dawson 
said. No one really knows how much 
underlying demand exists, what the 
psychology of the consumer will really 
be six months from now, or how strong 
the underlying areas of support will 
be. 


Shows Need For Efficiency 


An adjustment can have corrective 
value because it will focus attention 
on the need for economy and effici- 
ency in business, labor and govern- 
ment. It will tend to restrain unsound 
and unrealistic boom-type progress. 
The aim should be to achieve adjust- 
ments in a way that will lead to 
growth on a sound basis without the 
elements that foster boom, inflation 
and crash. 

Mutual will continue to adhere to 
the same sound principles and policies 
that have governed its progress so far, 
Mr. Dawson asserted. The company 
will not subscribe to any philosophy 
of sales at any price. Underwriting 
standards, consideration for unit costs, 
integrity of contractual prices and 
guarantees will not change. 

Mr. Hale urged the managers to 
guard themselves and their agents 
against needless worry over things 
that will not happen or over which 
they have no control and against a 
tendency during a period of prosper- 
ity to allow business conditions to 
take care of a needed sales growth. 

He chided those who become dis- 
turbed over what they hear about new 
kinds of developments and _ possible 
inroads on what they have felt was 
sacred domain. Managers should see 
the opportunity in change and seek 
means of turning the developments to 
their advantage, 


Must Avoid Tradition 


Field men must avoid becoming so 
steeped in tradition that they fail to 
keep pace with the times. The person- 
al insurance business must be alert 
to what is happening in the market 
and move with new developments. It 
must continue to build organization 
so that its products and services are 
offered on a broader sale. It must an- 
chor its manpower in a field force 
Properly selected, trained, motivated, 
supervised and well compensated. 

Managers are the key men in Mu- 
tual’s sales operations. They set the 
climate in their agencies. Neither com- 
Placency nor frustration can set in if 
the manager’s own attitude is right. 


The average American income has 
been moving upward over a long pe- 
riod of time and more people are 
reaching economic status where their 
personal security picture becomes 
more complex, Mr. Hale continued. As 


a consequence, more and more people 
are requiring better guidance and 
specialized help on insurance matters. 

Salesmanship alone cannot provide 
solutions to all the buyer’s problems. 
Neither can the buyer find all the an- 
swers he needs in vending machines, 
or over-the-counter, or at 1-stop serv- 
ices or in mass coverages. More and 
more, he will require a well-trained 
career counselor, capable of an intel- 
ligent uncovering of his requirements 
and ability to pay, an intelligent anal- 
ysis of the solutions available to him 
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through personal insurance and an in- 
telligent recommendation of a pro- 
gram of personal security. 

Mr. Hull pointed out that life insur- 
ance has come a long way since it 
merely provided a lump sum death 
benefit. There are more and more new 
combinations, new packaging and new 
merchandising methods. All business- 
es must reappraise their products and 
merchandising from time to time, and 
life insurance is no exception, 

In the personal insurance field, 

(CONTINUED ON PAGE 21) 
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How Pacific Mutual does more 


for Agency Managers... 


with 
production-stimulating 


“BIG TREE” 


Clubs and Recognitions 
for Agents 


Extra production effort 
pays off! 


With Pacific Mutual, production recognitions 
are important. Qualifiers combine business 
with vacation pleasures at conventions in 
famous resort areas. Among the many awards 
the winners receive are: 
ment cards, pins, prize points, stationery, 
advertising and publicity. 


...a@ Company that looks to the future! 
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Pacific Mutucc 
Lige Insurance Company 


HOME OFFICE: LOS ANGELES, CALIFORNIA 








Pacific Mutual’s 
well-rounded 
Production Club Program: 


¢ Diamond Circle Club 

¢ Top Star Club 

¢ Big Tree Club 

¢ Million Dollar Club 

e Repeaters Club 

e Futures, Inc. 
(New Agent's Club) 
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HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


AteNATIONAL UNDERWRITER 


llth Year Blues? 





That's the kind you get when your business 
persists and your commissions don’t. These 
blues start when your renewals end. 


We abolished 11th year blues for brokers 
placing business with Occidental when we 
announced our new brokerage contracts pro- 
viding renewals after the 10th year on busi- 


ness produced after January 1, 1958. 


Today you can look forward to Lifetime Re- 
newals (5% for nine years and 3°¢ thereafter 
on most policies) if you write as much as 
$500 of premiums a* year —in Occidental, 
of course. 

Details are few — requirements simple. In- 
quire now. And kiss goodbye to the 11th 
year blues on your 1958 and subsequent 


years’ business! 


“A Star in the West...’ 


1% 






yapar? 


“WE PAY LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO!" 
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Life... 
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SUN LIFE ASSURANCE COMPANY OF CANADA 


HEAD OFFICE @ MONTREAL 












Central Standard Opens 
Agency In Home Office 


Central Standard Life has opened 
the Chicagoland Insurance Agency, 
in the home office 
building under the 
personal direction 
of Vice-president 
Alexander Mac- 
Arthur. Mr. Mac- 
Arthur was host 
to company execu- 
tives and agents 
from the Chicago 
area at the kick- 
off luncheon at 
which the an- 
nouncement was 
made. 

Chairman Alfred MacArthur spoke 
of the service advantages of the Chi- 
cagoland Agency and recounted his 
experience as an insurance agent some 
years ago. At that time, he said, he 
told people, “Place your insurance 
with a Chicago company whose home 
office is located in Chicago.” This ap- 
proach to the advantages of a local 
company was highly successful he re- 
ports, and this same principle applies 
to a home office agency. 

Chairman MacArthur also stressed 
that an agency head should be a pace- 
setter in personal production and sell 
half again as much insurance as his 
agents. 


LIAMA Finds Number 
Of Buyers Is Constant 


More individual life insurance is be- 
{ng sold each year but the number 
of people buying remains relatively 
constant, according to a recent survey, 
Paid-For Policies, published by 
LIAMA. 

The volume of ordinary and indus- 
trial sales increased 63% and policy 
size increased 49% from 1952 to 1956, 
but the number of new policies in- 
creased only 10%. This trend toward 
larger-size policies was more pro- 
nounced in 1956 than in any previous 
year. Although the total number of 
new policies increased only 10% from 
1952 to 1956, the number of ordinary 
policies increased by 48%. The num- 
ber of industrial policies sold in 1956 
is below the 1952 level. 

The report presents data for three 
constant groups of companies to show 
the growth by established companies 
as opposed to growth caused by en- 
trance of new companies into the in- 
dustry. 


Union Mutual | Holds 


5-Day Group Sales Meet 


Union Mutual held a 5-day sales 
meeting at the home office for eight 
regional group managers. This was 
the first such meeting. 

The meeting was conducted by Ro- 
bert C. Russ, vice-president in charge 
of group sales. Assisting him were 
Alfred W. Perkins, vice-president in 
charge of the group department, and 
Charles Seavey, 2nd vice-president in 
charge of group administration. De- 
velopment of the new group insurance 
manual and its new rate computations 
were discussed. A review of Union 
Mutual’s group major medical was 
held, followed by a step-by-step illus- 
tration of how group cases are pro- 
cessed from submission to delivery. 
Group department executives. dis- 
cussed current group practices, selling 
methods and the 1958 sales quotas. 





Alex. MacArthur 


Agency Moves To New Office 

The Marks agency of New England 
Life at New York has moved from 
579 Fifth avenue to new quarters at 
666 Fifth avenue. 


February 8, 195) 


Va. Blue Plans Seek 
36-40% Rate Increase 


Blue Cross and Blue Shield plan 
in Virginia have asked the state co, 
poration commission for permission t) 
raise their rates 36 to 40%. 

The group rate for an individuy 


under the standard Blue Cross hos} Mr. 


pital contract would be increased from 
$4.90 to $6.72 a month. A_ propose 
deductible, however, would put the 
new rate at $4.52. The individual y. 
der both Blue Cross and Blue Shiey 
standard group contracts would Pay 
$10.60 a month, up $3. 





es 





THINKE... 


WHY are you paid the same 

commission as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 
WHY are your renewal commis- 
sions for low lapses the same 


as paid to other representatives 
or high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 


tency is so vitally. important? 


f 
WHY are smaller renewa! com- 
missions paid over a long period 
of time instead of larger com- 

missions paid over a short period? 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 
Casualty Company, having 
started writing Life Insurance 


in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 
ali of these questions . . . write— 


E. E. BALLARD, President, 


ALL AMERICAN 
| Lie ‘a , 


els Iker-Neze) Company 


General Offices: All American Building 
PARK RIDGE, ILLINOIS 
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Home Office Changes 


California-Western States 


Stuart Fagan has been named vice- 
president and treasurer to succeed 
paul C. Wright. 
Mr. Wright, who 
has the longest 

loye service 
ne | at Califor- 
nia - Western 
States, began his 
47-year career in 
1910 as office boy, 
pecoming assistant 
secretary - treas- 
urer in 1935, 2nd 
vice-president in 
t940, and vice- 
president - treas- 
urer in charge of 
mepesments R 

. He is retirin ; 
ares of disability but will retain the 
title of vice-president and continue to 
serve in a consulting capacity until 
1959. Mr. Fagan was_ mortgage loan 
representative for Cal-Western in 
Washington and Oregon from 1936 to 





Stuart Fagan 





Dorvan Johnson M. H. Evans 


1946, when he transferred to the Sac- 
ramento home office as assistant treas- 
urer and secretary. 

Maurice H. Evans, assistant treas- 
urer, has been appointed 2nd vice- 
president and assistant treasurer. He 
joined Cal-Western’s investment de- 
partment in 1948, was advanced to 
assistant secretary in 1954 and to 
assistant treasurer in 1956. 

Dorvan R. Johnson, mortgage loan 
supervisor, has been named assistant 
treasurer and assistant secretary. Be- 
fore he joined Cal-Western in 1950, he 
was an appraiser for the Bank of 
America in San Francisco. 


Occidental of California 


Michael F. Barnes, for the past two 
years manager at Toronto, has been 
elected a 2nd vice- 
president. He will 
handle Canadian 
operations for the 
company. Mr. 
Barnes joined Oc- 
cidental in 1939 in 
the controller’s de- 
partment. In 1946 
he became mana- 
ger of the policy 
Issue department, 
did special field 
work in Canada in 
1949 for the con- 
troller, served as 
planning analyst 
in 1950, and at the end of 1951 was 
qualified as a senior life underwriter. 
In 1953, he was appointed assistant 
Superintendent of agencies. 


Life Of North America 


Philip A. Turberg has been namea 
assistant actuary of Life of North 
America. He has been with New York 
Life since 1951. 





Michael F. Barnes 


John Hancock 


Lester A. Moriarty, assistant sec- 
retary and manager of the home of- 
fice collection department since 1950, 
has retired after 48 years with John 
Hancock. He joined the company at 


Fall River, Mass., joined the home of- 
fice collection division as the youngest 
cashier the company has ever had in 
1922 and was made manager of the 
division in 1935. He has not been ab- 
sent from work for even one day. A 
large number of associates attended a 
testimonial dinner in his honor. 

Harold I. Proctor, assistant mana- 
ger of the home office collection de- 
partment, and Jehn E. Ryder, assist- 
ant manager of the home office serv- 
ices department, have been named as- 
sistant secretaries of John Hancock. 
At the same time, Mr. Proctor was 
promoted to manager of the collection 
department to succeed Lester A. Mor- 
iarty, who has retired. Harold E. 
Boone, assistant manager of the bond 
department; Oliver F. Ames and Wil- 
liam P. Ripley, analysts in industrial 
investments, have been elected assist- 
ant treasurers. 


CAPITOL LIFE—John F. Schall- 
enberger and Carl E. Klitgaard have 
been appointed agency supervisors in 
the agency department. Both have had 
agency experience. 


Northwestern National Life 
Walter K. Fritz has been elected sec- 
ond vice-president and underwriting 
director and Donald E. Jondahl has 
been named treasurer of Northwestern 





D. E. JONDAHL 


" WALTER K, FRITZ 
National Life. Mr. Fritz joined the 


company as underwriting secretary 
and became underwriting director in 
1957. He is a past president of Insti- 
tute of Home Office Underwriters. 
Mr. Jondahl, an investment analyst 
with Continental Casualty from 1941 
until he joined Northwestern Nation- 
al’s investment department in 1947, 
has been manager of the securities 
department for the past two years. 
Robert W. Anderson, vice-president 
and treasurer and board member 
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with responsibility for investment op- 
erations, has been given the additional 
title of financial vice-president. 


Western Life 


Loane J. Randall has been named 
superintendent of agencies for the in- 
ter-mountain field. 
He will take over 
territory formerly 
supervised by Lu- 
ther Thompson 
who had been ad- 
vanced to agen- 
cy administrative 
vice-president. He 
will also assume 
some home office 
responsibilities in 
connection with 
the expansion of 
Western Life to 
service agents of 
St. Paul F.&M. Mr. 
Randall has most recently served as 
executive vice-president of St. Paul 
Hospital & Casualty. He has served 
as agent and assistant manager for Mu- 
tual of New York in Minneapolis, and 
general agent of State Mutual Life 
in St. Paul, where he became a member 
of the Million Dollar Round Table in 
1954. 





L. J. Randall 























LNL’s NEW FAMILY POLICY 


The 


Lincoln National’s new Family 
Policy offers these advantages: 

1. Lower rates on larger policies 
are provia.. by LNL’s new 
4-Dimensional premiums. 

2. Premiums can be paid 
through LNL’s Automatic 
Bank Check plan. 

This latest addition to the Lincoln 
National man’s kit is another reason 
for our proud claim that LNL is geared 
to help its field men. 


LINCOLN NATIONAL LIF E 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne, Indiana 
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State Mutual 


John W. Frost 
has been named 
manager of State 
Mutual at Port- 
land, Ore. He has 
been in the busi- 
ness since 1944. 
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J. W. Frost 





General American Life 


First in a system of new regional 
group offices will be set up in St. 
Louis with George Denton regional 
group manager and Leslie Parker re- 
gional office supervisor. Mr. Denton 
has been with General American Life 
since 1948 and has been district man- 
ager in St. Louis. Mr. Parker has been 


HeNATIONAL UNDERWRITER 


News Of Field Men 


with the company since 1952 and 
has been a home office underwriter. 
The St. Louis office will direct the 
following district group offices and dis- 
trict group managers: St. Louis— 
John T. Hermen, manager, Daniel F. 
Moon, assistant manager; Kansas City 
—Edward Eckhoff; Oklahoma City— 
Frank H. Sleeper; Memphis—Walter 
R. Miller 

Ernest T. Mickey has been named 
associate district group manager in 
Atlanta, where he will work with 
Robert L. Dale, district manager. Mr. 
Mickey, who has been with the com- 
pany since 1946, has been in Kansas 
City. 

Philip J. Anzalone becomes associate 
district group manager at Los Angeles 
where he has been assistant district 
group manager, and will continue 
working with Richard C. Mattingley, 
district group manager. 

Thomas H. Stewart has been named 
assistant district group manager at 
Chicago. He joined General American 
in 1952 as representative at Little 
Rock and then at Chicago. 














For complete information, eddress: 

Charles L. Norvell, Director of Sales, The 
Greenbrier, White Sulphur Springs, West 
Virginia, or inquire of reservation offices at: 
New York, 17 East 45th Street, 
MU 2-4300; Boston, 73 Tremont 
Street, LA 3-4497; Chicago, 

77 West Washington Street, 

RA 6-0625; Washington, D. C., 
Investment Bldg., RE 7-2642. 


THE 


WHITE SULPHUR SPRINGS 


The Greenbrier offers an outstanding 
location for your next convention. 
The newly completed, air-condi- 
tioned West Wing provides meeting 
rooms for groups up to 1000 and in- 
cludes such features as a brand new 
auditorium with a 42 foot stage, the 
latest P.A. systems and projection 
equipment, a theater with Cinema- 
Scope screen, and superb arrange- 
ments for banquets. Don’t overlook 


either, the marvelous sports and rec- 





United Benefit Life 

Appointed general agents upon the 
retirement of veteran General Agent C. 
R. Kate in Minnesota are James A. 





J. A. Robb Jr. 


Robb Jr. in Minneapolis, Robert L. 
Owen, St. Paul, A. E. Richey, Roches- 
ter, and Vernon H. Dahlke, in Duluth. 
Mr. Robb started with the Kate agen- 
cy in 1940 and since 1942 has been a 
district manager. Mr. Owen joined 


Robert L. Owen 





V. H. Dahlke 


A. E. Richey 


United Benefit in 1946 as an agent 
at Rochester, N. Y. Prior to his ap- 
pointment, Mr. Richey had been dis- 
trict manager where he now becomes 
general agent. Mr. Dahlke has been in 
insurance for four years after joining 
the Hiner agency at Phoenix. 


Indianapolis Life 

Two new general agents have been 
named for Minnesota: Frank W. Wha- 
ley in the Minneapolis-St. Paul area 
and Lowell A. Lysaker of Pelican 
Rapids in western Minnesota. Mr. 
Whaley has been in insurance selling, 
training and supervisory capacities 
since 1945, and Mr. Lysaker has been 
engaged in life insurance selling for 
five years. 


Life Of North America 


Don L. Tenney and Robert B. Bolt 
have been named managers of Life of 
North America at San Francisco and 








Robert B. Bolt D. L. Tenney 


reational facilities, the courteous 
service, comfortable guest rooms and 
wonderful dining that have made 
The Greenbrier world-renowned as 


America’s Informal Business Capitol. 


WEST VIRGINIA 








San Jose, respectively. Mr. Tenney 
operated his own agency from 1945 to 
1947 when he became manager of 
Guardian Life at San Jose. From 1952 
until joining North America, he was 
manager of Continental Assurance at 
San Francisco. Mr. Bolt has been an 
— manager of Travelers since 


Connecticut General 


Joseph S. Cannava, assistant man- 
ager at Detroit, has been named man- 
ager at Albany. John D. Gavan, in 
charge of brokerage services at Bos- 
ton since 1954, has been named man- 
ager of the Charlotte brokerage agen- 
cy. Creed L. Ford Jr. assistant man- 
ager at Houston, has been appointed 
manager of the life department of A. 
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C. Prendergast & Co. in Dallas, gen. 
eral insurance firm representing Cop. 
necticut General. Raymond J, 

assistant manager at Evanston, I 
has been named manager at Cleve. 
land. Roland J. Russell Jr., assistant 
manager at St. Louis, has been Name | 
manager at Toledo. John H. Todd, why | 
has been manager in Toledo, has been 
seperated district manager in Harris. 
urg. 


Manhattan Life 


Mrs. Pauline L. Sturdivant has bee, 
named brokerage supervisor of the 
Knox agency of Manhattan Life at 
Midland, Tex. She was with Frankliy 
Life before joining the agency. 


Travelers 


Alistair R. Michie, field superviso; 
at Calgary, has been appointed assist. 
ant manager there. Woodie R. Ivey, 





assistant manager at Dallas, has been 
transferred to Fort Worth in the sam 
capacity. New field supervisors are 
Hartzell A. McDaniel, San Antonio: 
Robert S. Becker, Chicago, and J. Lar. 
ry Robertson, Wichita. New agency | 
service representatives are Frank ¥ | 
Strong, Calgary; John E. Atkins, Littl. | 
Rock; John J. Matsock, Detroit; Wi. | 
liam N. Depuy, Boston; John A. Haz. | 
lett, Buffalo; Lewis G. DeMent, Atlan. 
ta, and Donald W. Wallace, De 
Moines. 


Occidental Of California 


Allan R. Cosburn has been pro- 
moted to assistant regional manager 
in the Toronto group office. He joined 
Occidental last May as a group sales 
representative in the Toronto office, 


Franklin Life 


William E. De- 
Jong has been ap- 
pointed general 
agent in Sheldon, 
Ia. He was former- 
ly with New York 
Life. 








W. E. DeJong 


Guardian Life 


Frederick R. Rutledge Jr. has been | 
named manager of Guardian Life at 
Columbia, S. C. He entered the field 
in 1947 and has been general agent of 
Franklin Life in Dallas. Allan W. 
Sones has been named manager of a 
new agency in Philadelphia, located 
at 5921 Old York road. It is the second 
agency in the city. He entered the 
business with Continental Assurance 
and has been president of Cedarbrook 
Realty Co., a real estate and insurance 
brokerage firm in Philadelphia. 


All American L.&C. 


Richard C. Malone has been ap- 
pointed general agent in Denver and 
Bruce Olds at Kansas City. Mr. Malone 
entered insurance as an agent for 
Prudential, became a district agent and 
general agent for Franklin Life for 
nine years, and was an agent of Corn- 
belt Life for two years. Mr. Olds en- 
tered insurance in i934, also with 
Prudential, and later joined the Harry 
A. Koch Co., representing Continental 
Assurance at Omaha. He has headed 
the life, A&S, group and pension de- 
partments of R. B. Jones & Sons of 
Kansas City and for the past four 
years has been a broker. 


SOUTHERN HERITAGE LIFE of 
Charlotte—R. R. Hagelman, former 
vice-president and agency director of 
Life of South Carolina at Columbia, 
has been named executive vice-presi- 
dent. Southern Heritage is a new 
company. 
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LIFE INSURANCE EDITION 


Radical New York A&S Bills Outspokenly Opposed At Hearing 


would force retirees to pay more for 
coverage upon retirement when their 
financial resources are reduced. 

The mandated conversion privilege 
would impose a double burden on em- 
ployers who participate in or pay the 
entire cost of benefits for retirees be- 
cause they not only would have to pay 
for the benefits of their own pen- 
sioners but also share in the cost of 
the conversion privilege for other 
groups. Insurance companies, he not- 
ed, have progressed in the voluntary 
establishment of conversion privileg- 
-es to the point where 20% of the 
employes in New York state now may 
convert to individual policies. 


Are Developing Rapidly 


Turning to the proposal for indivi- 
dual lifetime coverage after a 2-year 
incontestability period, Mr. Smith 
pointed out that non-cancellable pol- 
icies and lifetime coverage are devel- 
oping rapidly. Medical progress makes 
it impossible to design a broad life- 
time contract that would take into 
account conditions resulting from this 
progress at some distant date. 

The bills also would abolish the 
popular low-cost term coverage and 
force people to buy only certain high 
cost policies, he charged. Individual 
premiums would increase up to an 
estimated 40%, causing many to drop 
their policies. The legislation would 
inhibit the growth of health insurance 
and lead to compulsory state health 
insurance. 


Would Pay ‘Slight’ Increase 


Sen. Samuel L, Greenberg of Brook- 
lyn, a member of the committee, in- 
dicated employers and workers would 
gladly pay the “slight” increased cost 
to obtain greater protection. 

Mr. Smith conceded that might be 
true, but pointed out the industry al- 
so objects to mandatory lifetime cov- 
erage to the exclusion of term. 

Gerald S. Parker, A&S secretary of 
Guardian Life, said the bills would 
force his company to discontinue life- 
time and term coverages. Guardian’s 
lifetime policy pays up to $7,500 for 
each sickness. Since coverage at old- 
er ages still is experimental in the 
Major medical field, the policy con- 
tains a $7,500 per person aggregate 
limit after age 65. No responsible in- 
surer would remove this aggregate be- 





Postal Life Sales 
Climbed 18% To Peak 
$42 Million In 1957 


Postal Life sales last year totaled a 
record $42 million, up 13%, consisting 
of $32 million of ordinary, up 33%, 
and $10 million of group. Insurance 
in force totaled $188,750,000, up 18%. 

The Wolff agency at New York 
broke all records to lead in ordinary 
volume with $6.7 million and in group 
with $3.5 million. It was the sixth 
time the agency has led the company 
in the nine years Alvin Wolff, the gen- 
eral agent, has been with Postal Life. 
The Milton agency at New York was 
second in ordinary with $6.5 million 
and sold $1,850,000 of group. The Alt- 
schul agency at New York sold $5 
million of group. The DeMian agen- 
cy at New York sold $4 million of 
ordinary and was second in group 
with $2 million. George Ross, general 
agent in Middletown, N. Y., led the 
Company in personal production by 
Selling $2 million. 


(CONTINUED FROM PAGE 1) 


fore acquiring some experience with 
it. If the bill to prohibit reduction of 
benefit levels because of age were en- 
acted, Guardian’s only alternative to 
discontinuing all hospital and medical 
coverage would be to impose the ag- 
gregate from the date of the issue of 
the policy. Thus, those over 65 would 
gain nothing and those under 65 would 
lose a great deal, he said. 

Milton A. Ellis, 3rd vice-president 
of Metropolitan Life, said the bills 
would destroy term insurance and set 
a fixed pattern of coverage for every- 
one that would be contrary to the 
principles of voluntary insurance and 
free enterprise. It would reduce com- 
petition, price many plans out of the 
market and might eventually require 
governmental compulsion to force peo- 
ple to obtain coverage in order to 
make the program work. If the com- 
mittee would encourage the sale of 
the higher-priced lifetime coverage, 
properly engineered, it might well 
consider providing a tax incentive to 
do so. 


Conversion Cost Is High 


The cost of conversion is high be- 
cause mostly older ages are involved, 
Donald S. MacNaughton, assistant 
general counsel of Prudential, pointed 
out. The cost is small when a group 
plan begins because there are few 
retirees. But the number increases as 
time goes on, If, after a few years, 
several group policyholders change in- 
surers, the old insurer is saddled with 
the cost of all converted policies al- 
ready on the books for each group and 
the proportion between older and 
younger ages covered becomes distort- 
ed because the insurer no longer has 
the new active lives. This might well 
ruin a small company if it lost a cou- 
ple of large group cases. 

The proposals would outlaw exist- 
ing guaranteed renewable major med- 
ical and hospital policies providing 
adjusted benefits at age 65, interfere 
with experimentation and expansion 
of coverages and deprive insurers of 
flexibility in designing their policies, 
John G. Kelly, assistant general 
counsel of Mutual of New York, as- 
serted. 


Endorse Arguments 


Donald Cody, 2nd vice-president and 
group actuary of New York Life, and 
Donald W. Whitehead, staff assistant 
to the secretary of John Hancock, told 
the committee their companies en- 
dorsed the ALC-HIAA-LIA argu- 
ments. 

Moses G. Hubbard, general counsel 
of Commercial Travelers of Utica, said 
the bills would destroy his company 
because it is a non-profit assessment 
insurer which must raise and lower 
its rates to meet costs and cannot 
accumulate the reserves that would 
be required. Costs would be increased 
and the company’s competitive stand- 
ing would be hurt. The company sells 
by mail, stressing good service, and 
does not use agents. 


Will Do Job Better 


Philip M. Kaiser, special assistant to 
Gov. Harriman on problems of the 
aged, said the administration’s newly 
introduced legislation will do the job 
better and deal more efficiently with 
technical aspects than the Metcalf 
bills. 

The administration bills, sponsored 
by Sen. Greenberg and Assemblyman 
Max M. Turshen of Kings county, al- 


so a Metcalf committee member, 
would allow A&S group certificate 
holders to convert at age 65 with no 
increase in premium and no decrease 
in benefits; prohibit cancellation of 
individual A&S policies after one year 
from date of issue, and allow retirees 
after age 60 to convert their group 
life to individual policies with a $2,- 
000 maximum at a premium corres- 
ponding to the average for the group. 

These bills were developed at the 
governor’s request by Mr. Kaiser, Su- 
perintendent Holz and Dr. Herman 
Hillboe, health commissioner. 

Julius S. Wikler, 1st deputy super- 
intendent, outlined the new bills for 
the Metcalf committee. The legislation 
will achieve the desired goals, is 
actuarially sound, is within the fi- 
nancial means of employers and the 
public, and can be accommodated to 
the practices and principles of volun- 
tary insurance without undue diffi- 
culty, he said. 


Sen. Metcalf said Superintendent 
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Holz had changed his tune on can- 
cellation since last year when he called 
it “infinitesimal.” The governor’s bills 
would experience-rate the premium 
cost after conversion on the basis of 
the group contract in effect at the 
time of retirement, while the Metcalf 
bills would use the combined re- 
sources of all health policies of the in- 
surer to establish a community-wide 
program, Sen. Metcalf said. This is a 
fundamental difference. 


Summarizes Arguments 


Robert S. Gyory, insurance manager 
of Sylvania Electric Products, Inc., 
made a statement that generally sum- 
marized the arguments of several 
large firms which sent spokesmen to 
oppose the Metcalf bills. He said the 
legislation would boost the costs of 
providing benefits, deny major medi- 
cal benefits and possibly retirement 
coverage to employes, duplicate cov- 
erage under certain conditions, and 
reduce or eliminate benefits through- 
out the state. 

Other firms opposing the bills were 
General Electric Co., National Bis- 
cuit Co., Albany Felt Co., Rome Cable 
Corp., Niagara-Mohawk Power Corp. 
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“Piece®> 


—a treasure-chest of sales 
illustrations for the life 
insurance salesman who is in 
step with the industry-wide 
trend toward 









single needs selling. 
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To: 

Charles H. Kiefer, Vice-President, Sales 
Mutual Trust Life Insurance Company 
135 S. LaSalle St., Chicago, Ill. 


(C0 Yes, | would like to see Mutual Life's 
versatile “Pieces of Eight’’. 


C0 Please show me the complete selling 
kit. 
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and Socony-Mobil Oil Co. They and 
Mr. Gyory opposed the compulsory 
nature of the bills and emphasized 
that costs would be increased unduly. 
Several noted that their own programs 
already go beyond the scope of the 
bills. 


Employer Groups Disagree 


Spokesmen for Associated Indus- 
tries of New York State, Inc., Empire 
State Chamber of Commerce, New 
York Chamber of Commerce, and 
Commerce & Industry Assn. of New 
York, Inc., registered the disapproval 
of employer groups and business as- 
sociations. They said the bills would 
interfere with the collective bargain- 
ing process between employers and 
unions and restrict the employers in 
what they must provide for workers. 

Harris Goodman, representing at- 
torneys for the trustees of Amalga- 
mated Insurance Fund and Amalga- 
mated Cotton Garment & Allied In- 
dustries Insurance Fund, said the bills 
would require employers in the gar- 
ment industries to contribute 10% 
more to group plans. This would cause 
some employers to withdraw, he said. 

Sen, Greenberg and Mr. Turshen 
wanted to know if the attorneys made 
their statement with the approval of 
the trustees of the funds. Mr. Good- 
man replied that he only represented 
the lawyers and did not know the 
answer to that question. The legisla- 
tors indicated they would seek more 
information on this point from the 
lawyers themselves. 

William C. Breed Jr. and Roger Da- 
vis, lawyers for all Blue Cross and 
Blue Shield plans, in the state, respec- 
tively, generally endorsed the bills in 
a joint statement but asked for tech- 
nical changes and clarifications on 
various points. 


Suggest Joint Planning Committee 


John Lotz, assistant to the president 
of Group Health Insurance, New York 
City, suggested creation of a commit- 
tee of legislative and executive de- 
partment officials to meet with all in- 
surers and the public to plan practical 
steps for providing conversion cover- 
age. It would report at the next session. 
This drew no comments from the Met- 
calf committee. 

Brief statements in support of the 
bills were made by Miss Grace Gus- 
tafson for the Business & Professional 
Women’s Clubs in the state; Rev. Eric 
King, a Methodist minister of Sche- 
nectady and Julian Bruce, for United 
Steelworkers of America members in 
the Buffalo area. They supported the 
bills on grounds they would help the 
aged and retired workers. 


Mutual Trust Shows 10% 
Gain In New Business 


A new high of insurance in force 
‘of $574,988,958 has been reached by 
Mutual Trust Life at the end of 1957. 
New business increased close to 10%, 
and contributing to the gain were the 
number of new agencies established 
during the past three years and which 
were responsible for 25% of the new 
production. ‘ 

Assets increased over $9 million to 
a total of $184,773,920. Mortality ex- 
perience continued to be favorable, 
and 70% of the dividends paid to 
policyholders during 1957 were left on 
deposit with the company. 


General American Life has appoint- 
ed W. Stanley Stuart, district man- 
ager in the St. Louis agencies, to 
serve on the company’s. General 
Agents’ Advisory Council. 
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O'Toole Firm Names 
E. H. Dinnegan A V-P 


O’Toole Associates, Inc., insurance 
management consultants of Queens 


Village, N.Y., has promoted Edwarg 


H. Dinnegan to vice-president. 

Mr. Dinnegan joined the O’Toole 
firm four years ago after six years 
of systems and punch-card operations 
experience with American Interna. 
tional Underwriters in New York City 
where he was on the planning staff. 

With O’Toole Associates, Mr. Din- 
negan has directed nine of its largest 
studies of home office operations, He 
holds a B.S. degree in business man. 
agement from Hunter college and jg 
a graduate of the New York univer. 
sity management institute, where he 
received a certificate in systems ang 
procedures. 


Allston Associates 
Opens N. C. Branch, 
Depew Is Named Head 


Allston Associates, New York ad- 
vertising firm, and since 1941 special- 
ists in insurance advertising and pub- 
licity, has opened an affiliate agency 
in Charlotte, N. C. The new office wil] 
be conducted by Dorr Depew, a vice- 
president of Allston Associates. He 
formerly was advertising promotion 
manager of the Charlotte Observer 
from 1939 to 1946. 

The Charlotte agency will maintain 
a complete advertising service and 
combine the service to clients in the 
southeast with the contacts and facili- 
ties of a national advertising agency. 


Monumental To Mark 
100th Birthday In ‘58 


Monumental Life celebrates its 
100th anniversary in 1958 with $1 bil- 
lion of insurance in force and $200 
million in assets. It is the 18th oldest 
of the 1,200 U. S. life companies. 

The company was founded as Mary- 
land Mutual Life & Fire. Its name was 
changed to Mutual Life of Baltimore 
in 1870. Its records indicate that the 
first life policy ever written in Amer- 
ica on a weekly premium basis was 
issued by the company on March 1, 
1873. 

Agents operated from the home of- 
fice in Baltimore until 1914 when the 
first district office was opened in 
Cumberland, Md. The company now 
has 59 district offices and 19 general 
agencies in 57 cities, covering 13 
states and District of Columbia. 


Central Standard To Use 
Pre-Authorized Checks 


Central Standard Life has inaugu- 
rated a pre-authorized check plan, 
permitting payment of premiums on 
a monthly basis. It insures against 
lapsed policies due to oversight, saves 
the time of writing checks and mail- 
ing premiums, and gives the policy- 
holder a positive receipt in his can- 
celled check. 


Buys Burial Coverage Business 


Southern Christian Life has putr- 
chased the entire family group life 
business of University Life, Norman, 
Okla. Over $2 million in policies was 
involved in the transfer. This brings 
Southern Christian’s insurance lM 
force to the $3.5 million mark. The 
legal reserve company was licensed by 
Oklahoma last June. The type of pol- 
icy involved in the transfer is designed 
primarily to provide funeral expense 
coveraze for every member of the 
family. 
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May Ask For State 
Regulation Of Hospital 
Rates In Ind.: Palmer 


Blue Cross policies should never 
have been approved because there 
should be no tie-in between insurance 
rates and hospital costs, and he may 
ask the next session of the Indiana 
legislature to require regulation of 
hospital rates “in the same way insur- 
ance companies are regulated,” Com- 
missioner Alden C. Palmer declared 
recently. 

Mr. Palmer’s statement came after 
Indiana Gov. Handley had been quoted 
in a newspaper story as saying that 
Blue Cross’ recent request for sharp 
rate increase “won’t solve the pro- 
plem,” inasmuch as the hospitals “in 
effect own Blue Cross.” 


Increases 12 Months Apart 


The present 10% Blue rate increase 
comes just a year after it obtained ap- 
proval for an increase averaging 18% 
but running as high as 90% in some 
categories. Basis for the raise is in- 
creased hospital rates. “There have 
got to be some known dollar factors,” 
Mr. Palmer declared; “otherwise rates 
keep going up and up.” 

The commissioner also revealed that 
he may seek legislation specifying 
what illnesses may be covered and 
setting dollar-amount limits on bene- 
fits. Returning to hospital rate regu- 
lation, Mr. Palmer declared, “We are 
not convinced the increase in hospital 
rates is justified.” 

The rate-regulation idea drew im- 
mediate and adverse comment from 
Indianapolis hospital administrators. 
“We’ve got too many government con- 
trols already,” one charged. “Why 
should a state agency control hospital 
rates any more than it controls other 
business?” asked another. There is 
no more reason to control hospital rates 
than “the price of bread,” snapped a 
third. 


Texas Insurer Writes 
$100 Million In 3% Years 


Oil Industries Life of Houston has 
set a remarkable pace for growth by 
attaining the $100 million mark of or- 
dinary life in force in just 3% years 
of business. At year’s end the company 
had recorded $100,247,303 of ordinary. 

The company, which writes em- 
ployes in the oil industry, has re- 
corded big gains since its inception, 
having $8 million in force in 1954, $43 
million in 1955, and $70 million at the 
end of 1956. The company is one of the 
first ever capitalized with $1 million 
paid-in-cash capital and surplus be- 
fore writing business. 


Charles J. Kelly, Minneapolis, has 
been named top Prudential agent for 
1957. He led the field force with pro- 
duction credits of $2,798,502. This is 
Mr. Kelley’s fourth year of million 
dollar production. Second honors went 
to George W. Morris, Fort Worth, with 
$2,440,559. Melvin k. bates, Pailadei- 
phia, was third with $1,834,986. 
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Cites Growth Of Major 
Medical As Important 
Trend In Group Plans 


Broader adoption of major medical 
plans, attempts to find inflation-proof 
pensions and continuation of group 
insurance for retirees are the most 
noteworthy current trends in employe 
benefit thinking, Philip H. Peters, 
vice-president of John Hancock, told 
Dayton Life Insurance & Trust Coun- 
cil. 

Great Increase In Major Medical 


Mr. Peters pointed to the great in- 
crease in the number of major medical 
plans written during the past two years 
and the fact that there is a growing 
tendency to include lower-paid em- 
ployes as well as key personnel. Smal- 
ler-sized employers are adopting such 
plans with increasing frequency. 

He discussed the possibility of a new 
segregated asset type of pension fund- 
ing, which might achieve many of the 
objectives of the variable annuity 
without some of its disadvantages. 

In addition to pensions, the only 
group coverages traditionally provided 
for retirees is group life term insur- 
ance. More employers are considering 
A&S and are looking into prefunded 
types of life insurance coverage for re- 
tirees, especially group life with cash 
and paid-up values. 


Discusses Other Group Trends 


Mr. Peters also discussed other 
group trends, including the expansion 
of group plans to trade and profession- 
al association groups, long duration 
A&S benefits for key people, and up- 
graded group life schedules. Those who 
think employe benefit plans and group 
insurance techniques which impliment 
them should remain static within 
traditional boundaries fail to recog- 
nize the ever-changing economic and 
social atmosphere surrounding Ameri- 
can business and its employes. These 
changes demand a constant reevalua- 
tion of an employer’s part in helping 
employes achieve adequate security 
and protection, he said. 


Los Angeles Agents Hold 
Sales Congress Feb. 5 


The annual sales congress of Los An- 
geles Life Underwriters Assn. was 
held at Occidental College, Feb. 5. 
The speakers were Lambert M. 
Huppeler, agency vice-president of 
New England Life, and Grant Taggart, 
California-Western States Life. 

A panel on business life insurance 
was composed of Horace Mickley, 
Northwestern Mutual; Frank Nathan, 
New York Life, Edwin G. Davies, 
Manufacturers Life, and J. Edgar Nel- 
son, California-Western States Life. 
John M. Russon, Massachusetts Mu- 
tual Life, was moderator. 

Williston Bradway of Ron Stever & 
Co. was moderator of a panel on 
employe’ benefits. Panelists were 
Lee Hindenach of Scott & Hindenach; 
Kenneth Mitchell, Aetna Life, and Mr. 
Huppeler. 


Purchase, Re-Insurance 

and/or Merger of Life, Fire and 
Casualty Insurance Company's 
negotiated in confidence through 
the facilities of this 31 year 

old organization. 
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AGENTS THE BIG PLUS 
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What’s in it for me? 

Pilot Life agents have found the answer in their 
company’s Big Plus. Here are some examples of the 
Big Plus: 

Pilot Life research continually produces advanced 
selling tools and techniques. Pilot pioneers new concepts 
in insurance. 

Pilot offers groups the completely flexible plans 
so much in demand. Pilot pioneered hospitalization 
with guaranteed weekly indemnities, scholastic and 
youth group accident insurance, life plans for women 
only, refund of premium savings plans, unusual weekly 
and monthly premium plans, small-group plans—so 
many that Pilot now accepts brokerage business to 
meet the demand. 

Look to the company with the Big Plus for the 
answer to— 

What’s in it for me? 





| THE PILOT 
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Dit Lye Gusurance Company 


PILOT TO PROTECTION FOR OVER FIFTY YEARS 
O. F. STAFFORD, PRESIDENT 


GREENSBORO, NORTH CAROLINA 














Sewice folie “miuunce Keb ester Cb 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bidg., Denver 2, Colo. 


Mail this 











_ I am interested in your service. Please send further 

information, at no obligation ito me. 
C) Agent 

Coupon S Bee et 

Name are: 

rete. a y Address. = 
City. State 
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NEW FIRMS © 


in eleven Southern states 
reflect the phenomenal industrial 
and commercial growth of this area 
during the last ten years. 


LIFE Su 


or GEORGIA. 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 












UNITED LIFE'S NEW 
RETURN OF PREMIUMS RIDER 
IS NOW AVAILABLE WITH 


UNITED LIFE 
od @] WS fo | 





© either RP20 (20-year Plan) or RP65 (Plan to Age 65) 
© with either rider on a basic policy, all premiums paid 
PLUS full face value of policy will be paid in event 

of death 
Get full details now! UNITED LIFE 
AND ACCIDENT 
INSURANCE CO. ESTABLISHED 


CONCORD, 1913 
NEW HAMPSHIRE 





Write H. V. Staehle, Jr., C.L.U., Field Management 
Vice-Pres., United Life, 5 White Street, Concord, N.H. 





STATES SERVED: Cal., Conn., Del., D.C., Me., Md., 
Mass., *Mich., N.H., N.J., N.C., *Ohio, *Pa., R.I., 
S.C., Vt., Va. 


*General Agency opportunities available 
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Conn. Mutual Cites 
Leading Agencies For 


Performances In 1957 


Presentation of the president’s or- 
ganization trophies was among high- 
lights of Connecticut Mutual’s 4-day 
general agents conference at Boca Ra- 
ton, Fla. 

President Charles J. Zimmerman 
presented the awards to these general 
agents in behalf of their agencies: 
Ralph H. Love, Hartford; Edward B. 
Bates, Los Angeles; Edward C. Jahn, 
Newark; Paul C. Kaul, Omaha, and 
Jack K. Gannon, Seattle. The trophies, 
awarded annually for outstanding a- 
gency development work, traditionally 
are objects of keen competition among 
Connecticut Mutual general agents. 
The Bates agency is the only repeat 
winner from last year. 


100 GAs Attend Conference 


Nearly 100 general agents and offi- 
cials,;5 many accompanied by their 
wives, attended the conference. Prin- 
cipal speakers included President Zim- 
merman; Raymond W. Simpkin, agen- 
cy vice-president; Vincent B. Coffin, 
senior vice-president; Horace R. Smith 
and E. A. Starr, assistant agency vice- 
presidents; Paul A. Hoeffer, assistant 
counsel; Robert B. Proctor, superinten- 
dent of agencies, and James L. Russell, 
agency secretary. 

Awards for outstanding work in 
conserving insurance in force were 
presented to Herbert C. Remien, 
Grand Rapids; Mr. Love; J. J. Gillette, 
San Diego; Robert B. Whittemore, 
Boston; Stewart H. Welch Jr., Birm- 
ingham; Frank H. Wenner, Utica; 
Douglas B. Houser Jr., New Orleans, 
and Sumner C. Weeks, Manchester, 
N. H. This marks the 17th consecutive 
year the Remien agency has won a 
conservation award. 

Special recognition for posting the 
top increases in paid volume during 
1957 went to D. Conrad Little, Norfolk; 
Mr. Love; Frank Carlucci, Wilkes- 
Barre; Mr. Jahn, and Mr. Bates. 

Agencies singled out for showing 12 
plus months in 1957 were Kaul; Little; 
Robert J. O’Neil, Peoria; Walter K. R. 
Holm Jr., Providence; Wayne B. Glas- 
gow, Nashville, and Leo A. Gansmiller, 
Garden City, N. Y. 


National Underwriter Co. 
Opens New Office 
For Ohio And W. Va. 


The National Underwriter Co. 
has opened an office in Cleveland to 
service customers in Ohio and West 
Virginia. 

R. Paul Blesi is resident man- 
ager of the new office at 208 Lincoln 





George Roeding Paul Blesi 


Building, 1367 East 6th Street. Mr. 
Blesi, a graduate of Xavier Univer- 
sity, joined The National Underwriter 
Co. a year ago, after serving two 
years in the army. 

George C. Roeding, 44 year company 
veteran at Cincinnati, who formerly 
handled this territory, will continue to 
be manager of Kentucky and also of 
Cincinnati and Columbus in Ohio. 
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4A Are Youa 


‘Free 
, Lancer’ 


) 4 


. one of those versatile, 
rugged individualists who is 
frankly in this business for the 
money? 

Then we want YOU 


. and, when you learn about our 
astonishing new ‘'4-Star Contract"... 
You'll want US! 

Write (strictly confidential) to 
Evans M. Jacobson, Supt. of Agents 


Mutual Savings Life 











Opportunities in eh athel | 
Arkansas, Indiana, Savings 
lowa, Kentucky, G 
Mississippi, Life 
Missouri, Ohio. St. Louis 12, Mo. 

















MANAGEMENT 
a CONSULTANTS 











O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 

220-02 Hempstead A 
Queens Village 29, N. Y. 














BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 















g CONSULTANTS 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGT-LASSOCIATES 
ONE NORTH LASALLE ST. 521 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17, N.Y. 











«Service Guide 














Raiph B. Leonard & Company, Inc. 
25 Broad Street New York 4, N.Y. 
Telephone Digby 4-7485 
‘‘Broker-Dealers in Insurance Stock" 
Life — Fire — Casualty 











ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Street, 

N. E., Atlanta 8, Georgia, 

P.O. Box 6192, Tel. 
A TRinity 5-6727. 
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Economic Adjustments Arouse Insurance Interest 


(CONTINUED FROM PAGE 13) 


competition no longer is limited to netimum and, as with Mutual’s present 
cost. New products, new merchandis- policies, benefit limits only apply on a 
ing and new packaging methods are per-sickness or per-injury basis as de- 


 pecoming increasingly important. This 


has resulted in more attention being 
given to the sales, merchandising and 
marketing viewpoint in product de- 
yelopment and sales methods. 

Mr. Hull reviewed the results of the 
roduct development procedure which 
Mutual established two years ago. He 
listed these developments: 


Reviews Results 


e The question of an incrementally 
priced ordinary product was answered 
by quantity discounts. 

e The need for life and A&S for 
small business was met through the 
53-50 module plan and group cover- 


| ages. 


e An executive equity policy and 
a new 5-year modified life plan were 
product solutions for. business insur- 
ance sales. 

e The 10-year TMT policy met the 
demand for term insurance for busi- 
ness needs. 

e Family coverage was offered 
through a family policy, rather than 
by rider. Later, additional protection 
on the life of the husband became 
available through a 10-year rider. 

e Module plans with cash values 
were introduced to meet the need in 
the pension market for optional cash 
payments at retirement. 

e Broader coverage of the pension 
market was made available through 
the gradual introduction of numerous 
types of group annuity contracts. 


A&S Is Renewable For Life 


Mutual’s new line of individual and 
family hospital policies, which super- 
sede present policy forms, are guar- 
anteed continuable for life with pre- 
miums adjustable on a class basis 
only. One plan provides level benefits, 
the other provides larger benefits be- 
fore age 65 and there is a choice of 
deductibles. The policy does not ter- 
minate because of amount of benefits 
paid, Under the family plan, children 
can be covered to age 21 or earlier 
marriage instead of age 18 as at pres- 
ent. 

The select hospital plan, offered 
both on an individual and family ba- 
sis, provides basic benefits with no 
reduction at age 65. It offers a choice 
of deductibles ranging from nothing 
to $50 and daily room and board lim- 
its of $8, $10, $12 and $15. 

The preferred hospital plan provides 
broader benefits before age 65 for in- 
dividuals and families. At age 65, the 
benefits change to the type provided 
in the select hospital plan. The pre- 
ferred plan is offered with deductibles 
ranging from nothing to $100 and with 
daily room and board limits of $8, 
$10, $12, $15, $20 and $25. However, 
the $100 deductible is available only 


.With the $20 and $25 room and board 


limits. 
Includes Nursing Benefits 


Two riders, one providing a benefit 
for private nursing service in a hos- 
pital and one providing a benefit for 
certain specified professional services 
and supplies whether or not provided 
by a hospital, can be included in the 
Preferred policy at issue only for an 
extra premium charge. The riders are 


_ available to people not over 50 years 


old. For adults insured by the riders, 
= coverage may be continued to age 


Policy exclusions are kept to a min- 


fined in the policy. There is no aggre- 
gate limit on the total benefits that 
can be paid. The policies employ sub- 
stantially the same definition for hos- 
pital appearing in the current series. 

Mutual also introduced a new divi- 
dend option in its executive equity 
plan. The policyholder aged 60 or un- 
der may elect, at issue of a policy with 
standard rates, to have the dividend 
deposits, before his age 65, applied to 
provide one year term insurance up 
to the cash value of the face amount 
on the next policy anniversary. 


Lower Premiums For Women 


Lower premium rates for women 
who buy the executive equity plan 
were announced. The reduction 
amounts to 49 cents per thousand at 
age 25 and ranges upwards to $1.53 at 
age 40 and $3.77 at age 55. Adjust- 
ments have been also made in the ex- 
tra premiums for waiver of premium 
benefits on the plan. The executive 
equity policy is issued in minimum 
amounts of $25,000. 


New LIAMA Book Probes 


Agent Turnover Problem 


Essentials of Supervision, a book 
published for district managers by 
LIAMA, explores the problem of 
agent turnover and proposes a con- 
tinuous program of training and super- 
vision as a good part of the solution 
to this problem. Written by Donald 
Bramley, director of managerial train- 
ing for LIAMA, It outlines why the 
manager and assistant managers must 
work together to insure constant, 
competent supervision. It explores the 
need for supervision and suggests a 
program of supervision that district 
managers can use, including effective 
tools for carrying it out. 


Fidelity Life Asen, Makes Awards 


For $100 Million Production 

M. J. Kallestad of Marshalltown, 
Ia., was named sales champion for 
1957 for Fidelity Life Association at the 
company’s annual two-day winter 
meeting in the home office at Fulton, 
Ill. Mr. Kallestad, who is also presi- 
dent of Central Iowa Life Underwrit- 
ers Assn., topped the company in over- 


all sales last year and also won the 
award for the most sales of Fidelity’s 
special savings plan. 

Engraved plaques were presented to 
24 Fidelity agents for their sales ef- 
forts in producing $100 million of in- 
surance in force in 1957. 


McMillon Addresses Wis. Agents 

R. L. MecMillon, district manager of 
Business Men’s Assurance, Abilene, 
Tex., was guest speaker at a joint 
meeting of Western Wisconsin A&H 
Underwriters Assn. and Western Wis- 
consin Life Underwriters Assn. 
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Holleman Is Chosen 
Outstanding D. C. Agent 


Vernon W. Holleman, manager at 
Washington D.C. for Home Life, has 
been awarded the Bernard L. Wilner 
memorial award by District of Colum- 
bia Life Underwriters Assn. for ‘“ac- 
complishment and sustained activity 
in the interest of the institution of 
life insurance, as viewed in retrospect 
and in conformation with the highest 
standards of professional conduct.” He 
received a citation and a large silver 
trophy. 








LIBERTY 
LIFE 








South Carolina’s 
largest life insurance company... 





... Serving 
our progressive State 
and the entire Southeast 


LIBERTY LIFE 
: INSURANCE COMPANY 


Home Office: Greenville, South Carolina 


ALL FORMS OF LIFE AND GROUP INSURANCE PROTECTION 














For Modern Americans 





IT’S MODERN 








@ 


$615,000,000 LIFE INSURANCE IN FORCE 


MODERN WOODMEN of America 





LIFE INSURANCE 


Modern Americans seek that assurance which comes from proper budgeting of today’s dollars to meet 
tomorrow’s needs. Millions of families make provision for the future through the medium of life insur- 
ance, which has kept faith with Modern America constantly adjusting its services to changing con- 
ditions. Throughout its 75-year history Modern Woodmen has constantly developed new plans to meet 
changing needs. This is why so many Americans have safeguarded their future financial welfare 
through the protection provided by Modern Woodmen life insurance. 


For Modern Life Insurance 


It’s MODERN WOODMEN 





ASSETS EXCEED $200,000,000 $835, 


~~ 


,000 RETURNED TO POLICYHOLDERS AND BENEFICIARIES 


HOME OFFICE — ROCK ISLAND, ILLINOIS 
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LOMA Names 1958 


Standing Committees 


Peter McDonald, Crown Life, presi- 
dent of Life Office Management Assn., 
has named the chairmen, vice-chair- 
men and secretaries of 14 committees 
for 1958 and three committees of 
LOMA Institute. 

The committees and their chairmen 
are: Eastern planning—W. F. Bardo, 
Aetna Life; midwest planning—Har- 
old Stebbins, Bankers Life of Neb- 
raska; southern  planning—Millard 
Oliphant, Gulf Life; western plan- 
ning—W, A. Reiche, West Coast Life; 
north Atlantic planning—W. W. Eitel, 
Home Life; southwest planning—H. E. 
Otto, Southland Life; Canadian plan- 
ning—H. W. Johnson, Northern Life 
Assurance; cost—C. L. Sanders, Paul 


HeNATIONAL UNDERWRITER 


Revere; personnel—Guy Phillips Jr., 
Jefferson Standard; industrial—J. W. 
O’Connor, John Hancock; automation 
—Stevens Shea, Massachusetts Mu- 
tual; organization—T. J. Collum, Na- 
tionwide Life; institutional and mem- 
bership relations—Hess T. Sears, Eq- 
uitable of Iowa, and annual confer- 
ence—Merrill B. Tabor, Berkshire Life. 

Committees of the institute and 
their chairmen are: Education council 
—Richard A. Leggett, Travelers; edu- 
cational—Frank H, David, Pruden- 
tial, and examination—W. L. O’Con- 
nor, John Hancock. 


The DeMian agency. of Postal Life 
has moved to newer and larger of- 
fices in the same building at 10 East 
43rd street, New York City, and now 
occupies suite 306. 











well-balanced 


A well-balanced company is, we believe, a company 


.. whose financial position is strong 


..whose geographical market embraces a 
balance of metropolitan, town and rural 


areas 





.. Whose policy contracts include all funda- 
mental coverages... 


...whose contributions to its industry have 
been recognized as outstanding 


..whose growth has been steady and uniform 


.-whose size is sufficiently large to assure 
confidence and prestige 


..whose management, nevertheless, has 
never lost the common touch with agent 
and policy holder 


..whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY’ 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 
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Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 
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3402 


PERSONAL 


Expansion program provides openings for 


qualified General Agents in selected areas. 


Loyal Protective Lire INSURANCE COMPANY 
BOSTON 





Sickness 








15, MASSACHUSETTS 





Ill. A&H Assn. Names 
Sales Meet Speakers 


Illinois State Assn. of A&H Under- 
writers has scheduled the following 
speakers for its annual sales congress, 
to be held in Chicago at the Prudential 
building May 7: 

Alex Dreier, NBC newscaster; John 
Palmer of Robert Palmer & Associ- 
ates; Chet Elson, Mutual of Omaha, 
Des Moines; Edward E. Mack Jr. of 
Mack & Parker, Chicago; Gail Shoup, 
IAAHU vice-president and member- 
ship chairman, Grand Rapids; James 
E, Rutherford, vice-president of Pru- 
dential, and Director Joseph S. Ger- 
ber. A film on social security will also 
be shown. 

Illinois state board agreed _ to 
work toward building a new associa- 
tion in the Fox River Valley area. 
Working on its development are: L. J. 
Lewis of Bankers L.&C., Walt Myers 
of General American Life, both 
of Rockford, and Bruce’ Gifford, 
IAAHU managing director. The board 
also voted to take steps to carry on the 
membership plan as in Ohio. The board 
will hold its next meeting at the Baker 
hotel in St. Charles, Ill., April 11. 

The Peoria association will meet 
on Feb. 21 at the Pere Marquette 
hotel, with Robert W. Osler of Rough 
Notes, Indianapolis, as the principal 
speaker. 

At the January joint meeting at 
Rockford, S. B. Stottrup of Mutual of 
Omaha, spoke on the “Bed & Coffin.” 
He said that covering bed risk is 
equally vital to covering coffin risk, 
adding that A.&H. insurance is ex- 
panding at a rate of 10% a year. 


Fidelity Mutual Holds 
Agency Building Parley 


Agency building was the theme of 
a 3-day conference of 30 general agents 
of Fidelity Mutual Life and the home 
office staff in Philadelphia. 

Glenn A. Stearns, 2nd _ vice-presi- 
dent, was chairman of the meeting. 
Primary areas for discussion were se- 
lection and recruiting, training and 
supervision, and agent financing. 
Chairmen for the individual sessions 
were Mr. Stearns; Calvin L. Pontius, 
senior vice-president-insurance, and 
Lawrence K. Doolin, vice-president- 
agency. 

Speakers included President E. A. 
Roberts; John T. Flanagan Jr., Phila- 
delphia; George W. Kenney Jr., Los 
Angeles; William G. Pierce, Philadel- 
phia, and Horace S. Smith Jr., Tampa. 
Agency building awards for 1957 were 
presented. 


Indianapolis Life Policy 
Matures For Ind. Man, 96 


Charles E. Smith, who at 96 is the 
oldest living policyholder of Indian- 
apolis Life, has exchanged his 20 pay 
life plan for a check. The Chalmers, 
Ind., policyholder bought the plan in 
1905, the same year the company was 
organized. This is the first time in the 
company’s history that a whole life 
policy has matured as an endowment. 


37 Hancock Assistant District 
Managers Complete Sales Seminar 


Thirty-seven assistant district man- 
agers of John Hancock have com- 
pleted an intensive sales seminar at 
the home office. They discussed re- 
cruitment and selection of agents, ad- 
vanced methods of training and su- 
pervision, methods of prospecting and 
selling, and business insurance. Edwin 
P. Gunn, director of field training, 
was in charge of the school. 
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Deadline For LPRT 
Awards Is March 1 


The deadline for members of Jp. 
ternational Assn. of A&H Underwrit. 
ers applying for the 1957 Leading Py. 
ducers Round Table awards is March 
1. With more than 30 applications aq}. 


ready received, the number of qual. | 


ifiers is running ahead of last year, 

Qualification amounts are: Bronze 
award, $10,000; silver award, $15 000; 
gold award, over $25,000 in annua. 
lized premiums. Group premiums ¢apn 
count up to one-third for any of the 
awards. 

A final list of qualifiers will be ap. 
nounced before the IAAHU conven. 
tion in Los Angeles next June, 

Mutual Service Life of St. Paul has 
been licensed in California. 





YOU CAN 


MUTUAL 
LIFE. 


@ Choice territory for General Agents 
in Midwest, Southwest and West 


@ All-American Contract for Agents 
@ Recruiting Aids and Help 

@ Proven Financing Plans 

@ Money-Making Package Sales 

@ Home Office Training Schools 
@ Regional Sales Meeting 


A Friendly General Agency 
Company 
Write to 
H. S. McCONACHIE 
Vice President 


OUR 


6lst 


YEAR 
1897-1958 


AMERICAN MUTUAL LIFE 


DES MOINES, IOWA 























LIFE 
ASSISTANT TO PRESIDENT 
$10,000 
Small, established mid-western life com- 
pany. Position as executive assistant in- 
cludes all areas of home office administra- 
tion—underwriting, claims, systems, etc. 
Specifications: age range 28-38, college 
degree, six-ten years home office expeti- 
ence that has included number areas 
administrative functions—versatility of 
background highly important. 
Company offers very attractive stock option 
plan and rapid executive advancement. 
ALL INQUIRIES HANDLED 
CONFIDENTIALLY. 
Large selection of positions available for 
men with all types and degrees of Life— 
A. & H. exper. Write for HOW WE 
OPERATE—no obligation to register. 


FERGASON PERSONNEL 


Le gy PERSONNEL EXCLUSIVELY 


330 S. Wells St. Chicago 6, Il 











HArrison 7-9040 
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Sees Metcalf Bills 
leading To Pressure 
For State A&S In N. Y. 


Nine out of 10 New York state res- 
jdents now covered by some form of 
yoluntary health insurance would be 
told what kind of coverage they must 
puy if the Metcalf bills become law, 
yoward A. Austin Jr., 2nd vice-pres- 
ident of Prudential’s Boston regional 
home office, told Buffalo Assn. of Life 
Underwriters. a ; 

The proposals by the joint legisla- 
tive committee on health insurance, 
headed by Sen. Metcalf of Auburn, 
would make it impossible for many in- 
surers to continue an A&S business in 
New York, Mr. Austin said. Those that 
did continue would have to set pre- 
mium rates beyond the reach of many 








people. bas 
“Inevitably under these conditions, 
| pressure would result for the state 
; government itself to get into the 
"health insurance business,” he said. 
hy can’t believe New Yorkers want to 
Ibe told what kind of insurance they 


| must buy.” 
| The great growth of A&S in recent 
years has stemmed from voluntary 
action, not government legislation, he 
want on. The insurance industry’s own 
goals in offering better A&S plans 
parallel those of the various sponsors 
of legislation. However, progress must 
rely on actuarial soundness and a pro- 
per period of experimentation. 
Legislation May Bring Problems 

He warned that legislation restrict- 
ing activities and further experimenta- 
tio by the insurance industry in 
broader A&S coverages could produce 
greater problems tomorrow than those 
faced today. The problem of providing 
health care for the physically and 
mentally impaired and the indigent 
are certainly areas in which local gov- 
ernment has a responsibility, but there 
is a danger that the federal and state 
governments will go too far, too fast, 
he declared. 


Substandard A&S 
Discussed At Detroit 


| In a recent talk before A&H Un- 
‘derwriters’s Assn. of Detroit, Fred T. 

McCann, superintendent of substand- 
ard division of Continental Casualty, 
said Substandard A&H and _ hospital- 
ization is a new concept in insurance. 
Speaking from an agent’s point of 
\view, he explained that the agent 
needs a positive tool which will en- 
able him to quote on a given im- 
paired risk on the spot, without having 
to wait for word from the company 
as to whether a risk is acceptable and 
at what rate. 

“Our main problem to date,” Mr. 
McCann said, “is merchandising. That 
is, letting the agents know that Con- 
tinental writes this coverage on a 
brokerage as well as a direct basis. 
The fact that we have over a million 
dolars in substandard coverages on 
our books as of the end of 1957 shows 
that we have had some success in 
Eg tegmen al He declared that 97% 
of those applying for substandard at 
his company have been accepted de- 
Spite physical impairments that in- 
cluded past records of coronary dis- 
eases, diabetes and the like. 

Stimulates Other Lines 


“As a stimulus to other lines of 
business,” he said, “substandard cannot 

equaled. Picture the person who 
as recovered from some previously 
uninsurable condition like cancer and 
ls interested in protecting himself and 
his family from financial loss in case 
of another unrelated illness. When he 
he can be insured not only 
for the new illness but also for recur- 
lighted of his old condition, he is de- 
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Keep Your Agents Busy 
To Avoid Losing Them, 
Indianapolis GAs Told 


“I had to lose a lot of men before I 
found out you have to keep them 
busy,” E. A. Vossmeyer, Equitable 
Society, Louisville, told members of 
Indianapolis General Agents & Man- 
agers Assn. at the January meeting. 

Speaking on motivating agents, he 
urged that as early in his career as 
practical, an agent be aided to accomp- 
lish some tremendous production feat. 
“It will show him what his true 
potential is and it will be a source of 
inspiration in slumps. He can think 
back on it and remember that he can 
do it.” 

Mr. Vossmeyer outlined promotion 
devices and campaigns he has used. 
One is chartering a Pullman car to take 
winners in a company contest to the 
convention for which they would be 
trying to qualify. Another is an annual 
“Charity Drive” in which each agent 
chooses a charity. The winner’s charity 
is donated $100 by the agency. 

Still another campaign that has 
pulled well, he said, is a Kentucky 
Derby drive, with a prize of box seats 
and a “guaranteed winner.” The pari- 
mutual winner is guaranteed by buy- 
ing one ticket on every horse in the 
race and giving the tickets te the win- 
ning agent and his wife. 

R. W. Osler, chairman of the 1958 
annual meeting of Indiana Assn. of 
Life Underwriters, announced that 
management men throughout the state 
have shown interest in formation of 
a state managers’ association. A special 
meeting immediately prior to the life 
underwriters’ sessions will explore the 
pros and cons. The meeting will be 
at 10 a.m. May 23 at the Marott Hotel, 
Indianapolis. The agents’ sessions open 
with noon luncheon the same day. 


Advanced Underwriters’ 


Assn. States Objectives 


Assn. of Advanced Life Underwrit- 
ers, formed last fall by a group of 
leading life insurance agents, has stat- 
ed its objectives in a folder just is- 
sued for distribution to interested 
agents. It points out that the group, 
which as been issuing weekly bulle- 
tins on pending tax changes to its 
members from headquarters in Wash- 
ington, D. C., aims “to give the lead- 
ers in our profession a direct voice in 
the public issues that affect the role 
of life insurance in the dynamic de- 
velopment of the American economy.” 


Would Protect Public Welfare 


Already active on Capitol Hill, it 
will present a statement to the House 
ways and means committee in con- 
nection with tax revision hearings. 
The group seeks “to protect and pro- 
mote the long-term welfare of the 
life insurance buying public’ under 
four guiding principles: 

“Vigilance—to defend the life insur- 
ance business against legislative re- 
strictions affecting the credit of life 
insurance. Integrity—The asocia- 
tion’s founders were all members of 
National Asn. of Life Underwriters, 
whose ethical principles are embraced 
by the AALU constitution, by-laws 
and code of ethics. 

“Vision—greater awareness of trends 
in money values and of other de- 
velopments in the fields of econom- 
ics, law, and finance... Security— 
Through its members’ vigilance, vi- 
sion and service, their clients—the 
American public—gain greater secur- 
ity, in turn creating greater security 
for the members of the profesion.” 

According to the folder, by retain- 
ing experienced legal counsel in 
Washington, AALU has provided its 
members with direct representation 


at all Congresional committee hear- 
ings dealing with questions affecting 
life insurance owners. Working with 
the association’s legislative committee, 
headed by J. Milton Edelstein of Chi- 
cago, counsel reviews and interprets 
pertinent discussions of taxation and 
related issues and keeps the member- 
ship advised of the views being ex- 
presed and other developments on 
Capitol Hill and in the Treasury De- 
partment. 

J. Milton Cooper and Leonard L. 
Silverstein are counsel and executive 
directors of AAUL, which as its of- 
fices in the Bowen building, Wash- 
ington, D. C. 

The association aims to direct cen- 
tral funds to educational objectives 
with a view to aiding its members in 
more effective presentation of the in- 
surance story through personal con- 
tacts, public addresses and articles for 
publication. 

AAUL officers are Robert C. Preble 
Jr. of Chicago, president; Merril. P. 
Arden, New York, and James Stroessel, 
Los Angeles, vice-presidents; William 
J. Robinson II, Wilmington, Del., 
treasurer; Harold Franklin, Cleveland, 
secretary and Malcolm B. Flanders, 
Boston membership chairman. 
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Knight Agency Set 
New Record in 1957 
With $55,139,765 


The Knight agency of Union Cen- 
tral Life at New York last year sold 
$55,139,765 of life insurance, up $14,- 
930,675, and broke the $43 million 
record set in 1928. Group accounted 
for an additional $47,235,632. 

The agency’s insurance in force rose 
by $32 million to reach $390 million 
at year-end. It is the largest life agen- 
cy in the country by volume and in- 
surance in force, according to Charles 
N. Barton, president of the agency. 

Twelve agents qualified for Presi- 
dent’s Club and Million Dollar Round 
Table and 25 qualified for Half Mil- 
lion Dollar Club, breaking the previ- 
ous record numbers by two and seven, 
respectively. 

Warren Stillwell and Paul Satz were 
named “men of the year,” Mr. Still- 
well among those in the business more 
than two years and Mr. Satz among 
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HeNATIONAL UNDERWRITER 


Why Do 48% Dislike 


It seems little short of astounding 
to find evidence indicating pretty con- 
clusively that 48% of National Assn. 
of Life Underwriters members want 
to be known as something other than 
“life underwriters.” 

During all the 68 years that there 
has been a national organization of 
life insurance field men, and in local 
associations even longer than that, the 
“life underwriter” designation has 
been part of association names. More- 
over, “life underwriter” is linked up 
with the highly respected chartered 
life underwriter movement and the 
Life Underwriter Training Council. 

Yet in spite of these potent influ- 
ences operating over so many years, a 
survey of a 200-member panel of 
NALU members, selected as being a re- 
presentative cross-section of the total 
membership, found very nearly as 
many respondents disliking the “life 
underwriter” designation as approv- 
ing it. 

What causes this strange state of 
affairs? Life Association News, the 
official NALU publication, which con- 
ducted the survey, carries the results 
in its February issue and quotes what 
it considers to be the most typical rea- 
sons given by respondents for voting 
as they did. These shed a little light, 
but they still leave the answer up for 
grabs. 

Reasons quoted for preferring “life 
underwriter” were these: 

—“Eighty-five percent of the things 
that the good life insurance man does 
for his client is not of a pure selling 
nature. Therefore, we are more than a 
‘salesman’ or an ‘agent.’ ” i 

—‘‘The term sets: the life insurance 
salesman apart from the stereotype 
held by some people of the typical 
salesmen in other fields.” 

—‘“It’s not commonplace.” 

—‘After all, we do underwrite the 
economic life value of our clients. The 
term may be somewhat confusing, but 
it isn’t as bad as use of ‘premium’ 
for payments, or ‘dividends’ for return 
of premiums, etc.” s 

—“It indicates our larger scope of 
responsibility than the other terms 
often used.” 

—‘“Helps to differentiate between 
general insurance agents and life in- 
surance salesmen.” tigi 

—“The’ term implies that we are 
well-trained. It also ‘adds prestige to 
our status.” opel 

—It’s more professional sounding.” 

—‘ ‘Underwriter’ has historical sig- 
nificance but the term .and its 
meaning have not been properly em- 
phasized.” — 

From among the 21.6% of respond- 
ents who preferred to be called “life 
insurance agents” rather than “life 


“underwriters,” Life Association News 


quoted these reasons as typical: 

.—‘It is the most universally under- 
stood and accepted title.” 

—“There is a certain dignity’ about 
the word and the responsibility it im- 
plies.” 

—“It accurately describes the rela- 
tionship between company and the 


Editorial Comment 


‘Life Underwriter’? 


person who merchandises its prod- 
uct.” 

—‘“Let’s face it: An agent is one 
who acts for another by authority. Is 
there any better way to describe us?” 

—‘ ‘Agent’ is correct. The public 
no longer looks down on anyone called 
an ‘agent.’ ” 

— ‘Agent’ is the title that most lay- 
men use. If I say I’m an ‘underwrit- 
er, I have to go into a long def- 
inition of the term.” 

From the reasons given by the 14.2% 
who preferred to be called “life insur- 
ance salesmen,” the NALU publica- 
tion selected these as typical: 

—‘We have little to do with under- 
writing the risk we submit (except in 
initial selection, of course). Our job is 
a sales job.” 

—“It’s clear, to the point, and iden- 
tifies us easily.” 

—‘Use of this term leaves little 
doubt in the prospect’s mind as to the 
business of the caller.” 

—It’s direct and descriptive.” 

—‘ ‘Life underwriter’ might be mis- 
leading to a layman and ‘life insur- 
ance agent’ does not completely con- 
vey that we are primarily and funda- 
mentally ‘salesmen.’ ” 

Those who wanted still other desig- 
nations accounted for 12.2% of the re- 
spondents. For the soliciting agent 
they preferred such designations as 
field. man, special agent, counsellor, 
field representative, or consultant. 

What seems to be the significance of 
the reasons chosen by Life Associa- 
tion News as typical of the three 
main groups of respondents? The most 
striking thing about the pro-‘“agent” 
and pro-“salesman” reasons is_ the 
high value they set on clarity and ac- 
curacy. They don’t want to be ac- 
cused, even unfairly, of masquerading 
as something other than they really 
are. If there is any supposed advan- 
tage in having a prospect think mo- 
mentarily that a “life underwriter” is 
something different from an agent or 
salesman, these respondents are ei- 
ther too proud or too realistic to want 
to make use of it. For they know that 
if a prospect has an aversion to a life 
insurance agent or a life insurance 
salesman, the dislike ‘is going to be 
heightened rather than lessened on 
finding out that “life underwriter” is 
simply another: name for agent or 
salesman. 

The pro-“life underwriter” respond- 
ents whose answers were chosen as 
typical appear to like the designation 
mainly because they believe it tends 
to add to the prestige of the agent. 
Only one of the nine quoted answers 
deals solely with clarity, to the exclu- 
sion of prestige implications. 

Obviously, the big reason why the 
48% don’t want to be called life un- 
derwriters is that the term, even after 
all these years, means so little to the 
public. And why is the public so 
apathetic about the “life underwriter” 
handle? Well, the public may be none 
too smart about a lot of things but in 
general, when it has a choice, it seems 
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to prefer a simple, meaningfuy] term 
to one that conveys no meaning , 
vague meaning, or an incorrect Mean. 
ing. This is particularly true when th 
meaningful term is a short one and 
the alternatives are longer or seem 
more pretentious. 


This shows up with other occupa. 
tions, too. Can you imagine an gy. 
rested criminal telling the desk sey. 
geant, “I want to see my counsellor. 
at-law”? “Member of the fourth ¢. 
tate” may be more “professiona| 
sounding” than “reporter” or “editor” 
but who uses it, except facetiously’ 
“Physician” is a more accurate design. 
nation than “doctor” and it’s used by 
doctors themselves in names like (Cg. 
lege of Physicians & Surgeons, But 
when you’re sick you want to see; 





doctor and that’s what you call him 

Life Association News 
there is an important. job to do in @. 
ucating the public to understand why 
the term “life underwriter” means jp | 
a selling context. With this we agre i 
Regardless of who likes it or wh 
doesn’t, the “life underwriter” tag ‘| 
going to be around for a long time, 
it’s important that the public knoy 
exactly what it means. They shoul 
understand that it is an entirely leg. 
itimate synonym for “life insurance 
agent” or “life insurance salesman,’ 
no more, no less. 

We're stressing that “no more, m 
less” point for a reason. The reason 
is the tone of some of the pro-“under. 
writer” reasons quoted by the News, 
These give us the impression—though 
we could be wrong—that there might 
be pressure to use a public education 
campaign as more than a means of 
carlifying the meaning of “life under- 
writer.” We would certainly not like 
to see any attempt to make the public 
believe that a “life underwriter” js 
“more than a salesman or an agent,” 
or that the term should be understood 


believes 





to indicate a “larger scope of respon- 
sibility than the other terms often 
used,” or that it gives the user a bet- 
ter claim to being “well-trained” than 
those who call themselves life insur- | 
ance agents or life insurance sales- 
men, 

Anything saying or even implying 
that a “life underwriter” has a differ- 
ent status from the life agent or life 
salesman would not only backfire as 
bad public relations but would be an 
interolerable affront to the many 
thousands of life insurance men and 
women who prefer the terms “agent” 
or “salesman” because they are bet- 
ter understood by the public. —R.BM. 








Personals 


Frank O. Watt, group supervisor of 
Washington National and president of 
Chicago A&H Assn., has returned from 
his honeymoon after his marriage to 
the former Miss Gloria Wenzel. In 4 
previous issue, the maiden. name of 
Mrs. Watt was incorrectly reported. 


Henry M. Gasser, art director o 
Prudential, has been granted membe!- 
ship in Britain’s Royal Society for the 
Encouragment of Arts, Manufacture 
& Commerce. The society, founded 
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1754, is under the patronage of Queen 
Elizabeth and Prince Philip, duke of 
Edinburgh, is its president. 


Robert D. Harrington, vice-president 
and treasurer of Massachusetts Pro- 
tective and Paul Revere Life, has been 
named co-chairman of the 1958 heart 
fund drive in the Worcester, Mass., 


area. 


Hess T. Sears, administrative vice- 
president of Equitable Life of Iowa, 
has been elected president of United 
Community Services of Greater Des 


Moines. 


Lewis A. Shaw, public relations 
manager of Massachusetts Mutual, has 
been named “young man of the year” 
for 1957 by the Springfield, Mass., 
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Junior Chamber of Commerce. He re- 
the distinguished service 


fort and leadership. 


Frederick H. Groel, vice-president 
and secretary of Prudential, has been 
elected a trustee of Newark Museum 


Assn. 








Deaths 


EDMUND E. LAMB, 62, founder of 
Lamb, Little & Co. agency of Chicago, 
died of a heart attack. Mr. Lamb was 
in the life insurance business for about 
25 years before founding Lamb, Little 
in 1949. He started with W. A. Alexan- 
der & Co. and then was general agent 
in Chicago for National Life of U.S.A. 
and later for Columbian National. 
Lamb, Little & Co. was founded as 
McCormick, Beatty, Lamb & Fergus. 

Two of Mr. Lamb’s sons-in law are 
in the insurance business: Robert 
Hannan is associate general agent in 
Chicago of Massachusetts Mutual Life, 
and John J. McDonald is general agent 
at Denver of Columbian National Life. 








McCallion Heads Section 


Harry J. McCallion, associate general 
counsel of New York Life, was elected 
vice-chairman of the insurance section 
of American Bar Assn. at the annual 
meeting in New York City. 
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By H..W. Cornelius, Bacon, Whipple & Co., 
135 S§. LaSalle St., Chicago, Feb. 4, 1958 
Aetna Life 185 190 
Beneficial Standard ......c.ss.s.s0000 16 17 
Business Men’s Assurance ........ 6042 6212 
Cal.-Western States ou. 90 Bid 
Columbian National... 68 70 
Commonwealth Life ou... 18% 1934 
Connecticut General ...... 258 265 
Continental Assurance 116% 120 
Franklin Life ......... 68% 70 
Great Southern Life 66 Bid 
Gulf Life 24 25 
Jefferson Standard ou... 74% 15' 
Kansas IG BGO: sascscsinccsvesssacerosceses 1330 1370 
Liberty National Life ..............0... 29% 31 
Life & Casualty ois 1834 1934 
A NII sc escsenseynsoniosrnses 99% 102 
Lincoln National Life. ............... 186 189 
National L. 8 A. cccccsssssscssssssssecseoes 98% 101 
North American, Il. 19% 21 
N. W. National ME osc ctscestssckectucees 74 17 
Ohio State Life ...... 255 270 
Old Line Life .............. 41 45 
Republic Natl. Life .. 35 37 
Southland Life. |;..::.... 17 82 
Southwestern Life ..o.ccccccecssssss 95 98 
Travelers 80 82 
United, m1. 23, 24 
U. S. Life 30% 31% 
West Coast Life oooccccsccsssssssussssee 43% 4512 
Wisconsin National Life .......... 65 68 
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Life Insurance ‘Product’ Development 
Shows Four Major Trends Gaining Force 


By HOWARD J. BURRIDGE 


Life companies that have been re- 
vising their rates, dividends and pol- 
icies during recent months have all 
followed very much the same pattern. 
The changes they have made due to 
experience, competition and expedi- 
ency have been almost invariably four 
in number. Because of what has oc- 
curred so far, it is safe to predict 
that as other companies announce 
changes during the coming months 
they will be along the same line. 

The four principal changes that 
many companies have made recently, 
and which a number of additional 
companies will make in the near fu- 
ture are: 


Introduce Family Policy 


1. The family policy. One company 
after another has come out with its 
version of this contract. Last year it 
was heavily promoted and popularized 
by Prudential. The effect of the Pru- 


-dential’s action was felt throughout 


the country. It was seen that the pol- 
icy had caught the fancy of the agents, 
and so in self-defense, if for no other 
reason, companies of all sizes and ages 
began getting out a family policy. It 
is probably true that so far as policies 
themselves go the heavy concentra- 
tion upon the family policy was the 
biggest single feature, in the field at 
least, of 1957. The comment on the 
family policy, both pro and con, has 
already died down considerably, and 
now that practically every company 
either has, or will shortly issue such 
a contract, it is not believed that it 
will be the subject of so much discus- 
sion in the future. 


Grade Premiums By Policy Size & Co. 


2. Grading premiums or dividends 
by policy size. This is something that 
more and more of the larger and me- 
dium size companies are doing. It has 
resulted largely from the very much 
higher cost of processing policies in 
home offices. It costs just as much to 
handle a_ $1,000 application which 
eventually becomes a policy at the 
home office, as it does to handle one 
for $25,000. In other words, the small- 
er contracts have not been paying 
their share of the operating load. In 
practically every business the pur- 
chaser of a large amount of a product 
pays a lower price than a small or 
minor purchaser of the same product. 
The life companies are simply apply- 
ing this principle to the buyers of 
their product. 


Lower Rates For Women 


3. Lower rates for women. During 
the last 10 years women have become 
larger and more general buyers of life 
insurance. Its purchase appeals par- 
ticularly to career women. Other wo- 
men are attracted by its high invest- 
ment quality. Many more husbands are 
being persuaded that their wives 
should be insured. As a consequence, 
the companies have accumulated a 
larger body of statistics on insured 
women than they had before, and it 
has found that the experience on 
women is more favorable than it was 
thought to be say, 20 or 25 years ago. 
Recognizing the broadening market, 
and encouraged by an unexpectedly 
favorable experience, many companies 
have lowered their rates for women 
and others are expected to follow suit. 

4. Most companies are increasing 
their dividend scales in various ways. 


None is reducing dividends. Mortality 
experience has been good. There is no 
reason to believe that it will become 
less favorable. Over the years the ex- 
perience with non-medical business 
has been definitely better than the 
companies anticipated when they be- 
gan issuing life insurance on this bas- 
is. Interest earnings have risen suf- 
ficiently to make a noticeable differ- 
ence in the over-all results. The com- 
panies are prospering, and the increas- 
es in dividends constitute a passing 
along to policyholders a part of the 
current prosperity, rather than any- 
pr in the way of a competitive ef- 
ort. 
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Pa. Attorney-General 
Seeking Tax On Life 


Insurance Proceeds 

HARRISBURG — Attorney-General 
McBride of Pennsylvania is seeking a 
change in the law so as to tax life in- 
surance proceeds. The proposed rate is 
2% on sums left to direct heirs, such 
as wives, children and parents, and 
15% on sums left to collateral heirs, 
including brothers, sisters, other kin, 
and non-relatives. 

The proposal was submitted to the 
joint state government commission’s 
advisory committee on decedents’ es- 
tate laws for study and consideration, 
along with a proposal to tax real es- 
tate and personal property held joint- 
ly by married couples after either the 
husband or wife dies. 
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Mr. President ! ! ! 


Your Company Will 
If You Let Foundatio 





Foundation is a new kind 


Earn More Money 
n Handle Details . . . 


of organization with a new 


concept of service for the life insurance industry. 


®@ Insurance company clients of Foundation Life Insurance Service 


Co. are well above the average 


in growth and earnings when com- 


pared with the rest of the life insurance industry. And there's a good 


reason why. 


The executive personnel of these client companies are free. to 
concentrate on sales, sales and more sales. Foundation takes care of 
all the home office detail work, and does it less expensively. 


For instance, Foundation will process your applications, issue your 
policies, mail your premium notices, audit and pay your bills, and do 
your premium and general accounting. 

We'll relieve you of the burden of these home office chores and 


save you money on administration expense. More important, you and 
your executive personnel will be able to devote all your efforts to 


building sales. 


Box 321, Northside Station 


Write today and let us show you what we can do for your company. 


Foundation Life Insurance 
Service Company 


Atlanta 5, Georgia 


MLL 














Chicago 





for your own 


- Old Republic Life Insurance Company 


You can hitch 
your future 


to this Symbol | 
...if you are ready 


general agency 


1, Illinois 
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HeNATIONAL UNDERWRITER 


Postpone Life Insurance For Stamps Campaign 


(CONTINUED FROM PAGE 1) 


would be eligible for coverage which 
will be issued without medical exam- 
ination. There will be a limit of $3,- 
000 of life insurance at any one time 
on any person. 

President Flannery emphasized at a 
press conference in New York City 
early last week that the life coverage 
is incontestable from the date of issue 





and that there will be no underwriting 
restrictions, The person who is insured 
needn’t be the collector of the trading 
stamps. He can be 64% years old, just 
a jump ahead of the undertaker, yet 
the policy will be issued without 
question, and if he dies 5 minutes 
after the policy goes into effect Old 
Republic Life will pay the claim. The 





WANT ADS 








te make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Bivd. Individuals placing ads are requested 


THE NATIONAL UNDERWRITER—LIFE EDITION 








4, Illinois. 


SUPERVISOR-—FLORIDA 


Ground-floor opportunity in year-old general agency of 
100-year-old life company. Management inclined man 
will recruit and train new agents for expanding Florida 
operation. Salary—bonus plan. Generous fringe benefits. 
Replies held in confidence. Write Box Y-89, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., Chicago 








Must be Fellow, Actuarial Society. 


of age. 


EXCEPTIONAL ACTUARIAL OPPORTUNITY 


Should have background of Company experience. Preferably under 40 years 


Unusual opportunity for qualifying applicant, with fast-growing mid-west company. 


All communications strictly confidential. Write to Box Z-1, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











LIFE UNDERWRITING POSITIONS 
Junior & Senior Openings 
Two experienced underwriters needed for our Chicago Home Office Under- 
writing Staff. These positions offer an excellent opportunity for growth with 
our rapidly expanding company operations. 

Applicants should be 25 to 35, with 2 to 5 years Life Underwriting experience. 
Reply in confidence stating age, education, experience and salary expected. 
Personnel Division 
ALLSTATE LIFE INSURANCE COMPANY 
7447 Skokie Boulevard 
Skokie, Illinois 








A CHALLENGING OPPORTUNITY 
for CAREER ACTUARY 


in new Actuarial Division of 50 year old 
Life and Accident Health Company. Age 
and experience open. Prefer man with at 
least five years experience, who has com- 
pleted most of his exams, or willing to do 
so. Job will appeal to man with vision and 
ability to meet the challenge of an ex- 
panding opportunity within company man- 
agement. Write Box X-60, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
| Chicago 4, Ill. 











AGENCY SUPERVISOR WANTED 


Progressive, 13 year old Alabama life in- 
surance company wants an aggressive, ex- 
perienced supervisor. A real opportunity 
for right man with proven ability. The posi- 
tion offers a good starting salary and an 
excellent opportunity for advancement. 


In replying, please state age, experience 
and qualifications. Our employees know of 
this Adv. All replies will be treated in strict 
confidence. Write Box Y-73, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 





state of the applicant’s health has to 
be shown in the application, but ac- 
cording to Mr. Flannery, a poor health 
record would not block the issuance 
of a policy, nor can an _ untruthful 
statement in the application be used 
to defeat a claim. 

Mr. Flannery explained that the in- 
clusion of the request for health infor- 
mation in the application blank was 
merely for its moral effect. He added 
that a lot of people will hesitate about 
signing a false statement. 

The procedure for obtaining the life 
insurance is simple. The purchaser 
gets a stamp book with spaces for 200 
stamps. For each dollar worth of mer- 
chandise he purchases at a store in the 
plan, he is issued a trading stamp. 
When the book is filled with the 





Out Where the Sun Shines 
POSITION FOR LIFE SUPERVISOR 


Three years ago, we published an 
ad in this magazine offering a life 
insurance supervisory position out in 
the California sun. Got our man. 
Now he's been promoted. So this 
opportunity with an aggressive, vig- 
orously growing top life insurance 
company again knocks. Man we 
want should have maturity in years 
(age 28-40) and life experience (min- 
imum 3-years managerial preferred). 
Man we want we'll move. Good sal- 
ary. Ample room to advance. Give 
full educational-experience back- 
ground and production history first 
letter. Snap shot appreciated. Re- 
plies confidential. Address c/o Na- 
tional Underwriter, Box Y-90, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








WANTED TO BUY 


Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P. O. Box 463, 
CHICAGO 90, ILLINOIS. 








Life Company Wanted 


Agency Supervisor, General Agents and Agents 
producing millions of life business in many states 
desire a connection—No subsidies or advances— 
Prefer multiple line company. Give details of 
company status—Write—Box Y-94, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








A progressive mid-western company writing 
life, and ident and insurance 
has good opportunity in its Agency De- 
partment for an experienced man. Write 
confidentially for details to Box Y-92, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











ACTUARY 

Young, preferably with group or consulting ex- 
perience for small, established professional firm 
in New York City. Tremendous growth potential 
without limitations of office politics. Complete 
résumé will be treated in confidence. Our staff 
knows of this ad. Box NY-80, c/o The National 
Underwriter Co., 17 John ‘St., New York 38, 
New York. 
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stamps, the I. B. M. punched ¢ 

part of the book is used to apply fo 
the insurance. The folder or book jy 
then sealed and sent to Old Repubjic 
Life, whose name and _ address is 


shown on the outside. At the home| 


office the application card is Processey 
by I. B. M. equipment, fastened to the 
policy, stuffed into a window ENvelope 


and mailed to the policyholder, It isn’t 
a 


even necessary to place the name of 
the policyholder or beneficiary on ty 
policy itself. On the back of the poliey 
there is a blank for filing a deat, 
claim. 

The fact that no commission on th, 
insurance is to be paid to any agen 
or general agent, also increases the 
margin of the life company, with the 
result that almost the entire $2 in cas, 
it later receives from P-I-P, is ayaj. | 
able for paying death claims. 

Old Republic Life is licensed jp 
other states throughout the country 
but for the time being, it appears, no 
attempt has been made to submit the 
trading stamps for life insurance to 
states other than Missouri. The plan 
has been approved by the Missouri at. 
torney general’s office as not in con- 
flict with the provisions of any of that 
State’s laws. 


Mt. Vernon Life, 


Northeastern Merge 
(CONTINUED FROM PAGE 2) 

each Northeastern stockholder gets 
half a share, but because of the dif- 
ference in number of shares outstand- 
ing in each of the former companies 
the arrangement works out to the 
agreed-upon basis of Mount Vernon 
having 414 times the stake in the new 
company that Northeastern has. 

Capital is set at $750,000 and the 
capital structure will exceed $2 mii- 
lion. Mr. Hutner explained that until 
the statements for 1957 operations are 
completed he could not say exactly 
how much more than $2 million it 
would work out to. The new organi- 
zation has assets of more than $ 
million and more than $680 million of 
life insurance in force. 





At the end of 1956 Mount Vernon 
Life had $629,205,969 in force, all non- 
par. Of this amount $574,420,723 was 
group. Northeastern Life, at the end 
of 1956, had $3,948,342 in force, also 
all non-par, of which $2,640,482 was) 
term insurance. The company began| 
business Oct. 1, 1953. 

Mr. Hutner explained that under 
the merger conditions, Northeastern 
was merged into Mount Vernon Life, 
which is the continuing company, 4l- 
though the company will bear the 
Northeastern name. Besides its home 
state, the company is licensed in Del- 
aware, District of Columbia, Florida, 
Illinois, Indiana, Kentucky, Lou- 
isiana, Maryland, Michigan, Missout, 
Ohio, Pennsylvania, Texas, Wiscon- 
sin and Virginia. 

Besides Mr. Hutner and Mr, Mon- 
nett, principals in the new company 
include William Smith, — secretary- 
treasurer, Harold E. Rieve, general 
counsel, and Richard W. Ellsworth, 
superintendent of agencies, all of 
whom have been with Mount Vernon 
Life. 


— 








GROUP SUPERVISOR—PHILADELPHIA 


Well known Eastern Life company, operating in 48 states, wants college 
graduate with minimum three years successful Group sales and service 
experience to take over growing Group office. Salary $7,500-$9,000 
based on experience, plus bonus and expenses. Replies confidential. Send 
résumé of education and business experience to Box Y-96, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Il. 
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aq under the variable annuity bill. 
this is arguable. Minimum guaran- 
tees are provided under this bill only 
to the extent that the covering assets 
are invested in fixed-return securities. 
if the pension funds are entirely in 
the | equities, the only guarantees are those 
|| provided by the employer. Obviously 
these same guarantees could be pro- 
vided by any other type of pension 
plan backed by variable annuities. 
“Again, the essence of the variable 
annuity bill now in the hands of the 
study commission is a workable plan 
under which the annuitant receives 
the benefit of an insurance company 
guarantee as to the life contigencies 
involved, plus the returns and appre- 
ciation of the common stock portfolio. 
In other words, the insurance compa- 
ny, using mortality tables, guarantees 
to liquidate the available funds over 
the exact lifetime of each annuitant. 


Mortality Costs Not Determined 


“Under this bill it would seem that 
mortality costs are not determined in 
advance but are all charged directly 
against available funds. The longer- 
lived the annuitant, therefore, the 
more the fund is depleted. The insur- 
ance company actually undertakes no 
insurance risks, and any guarantee 
that the mortality experience after re- 
tirement will not cause a reduction in 
the individual person must be ex- 
tended only by the employer.” 
Vice-president Robert E. Slater of 
John Hancock said that.in actual] op- 
eration the special pension fund could 
be composed partly of ‘bonds and 
mortgages, which represent the con- 
ventional assets of a pension fund, and 
partly of equities. The exact propor- 


LIFE INSURANCE EDITION 


(CONTINUED FROM PAGE 1) 


tion of equity investment would be 
spelled out in the contract of each 
individual pension plan and each pol- 
icy would maintain its appropriate 
share of the market value of the total 
fund, Its investment income and asset 
gains would be apportioned to it ac- 
cordingly. 

Mr. Slater said that under such a 
plan, employers and employes alike 
would benefit by a carefully protected 
and expertly managed investment 
portfolio, and thus share in the long- 
range growth of American industry. 

He emphasized that specially-fund- 
ed plans should not be confused with 
the variable annuity concept, where 
benefits fluctuate with current market 
conditions. 


Security Hinges On Pensions 


Victor A. Lutnicki, vice-president of 
John Hancock in charge of group in- 
surance operations, directed the com- 
mittee’s attention to the large num- 
ber of Massachusetts employes whose 
economic security hinges on the ful- 
fillment of promised pension payments 
at retirement. He noted that in small 
but important part of the whole, the 
very laws designed to protect people 
dependent on promises of this sort 
have become obsolete in their appli- 
cation to pension plans and, in fact, 
are depriving many Massachusetts cit- 
izens of the protection of the state’s 
police power. This is because the un- 
regulated activities of individual trus- 
tees frequently provide opportunity 
for investment gains that attracts the 
diversion of these funds from the ex- 
pert and well-supervised hands of in- 
surance companies, to hands that fre- 
quently are much less expert and al- 


Prudential Opposes Hancock Segregated Pension Fund Bill 


most always are beyond the applica- 
tion of the insurance laws. Unless 
existing insurance laws are brought 
up to date, more and more of the state’s 
retirement plans will drift away from 
the needed protection of supervision 
and regulations, he warned. 


Humphreys Favors Bill 


Counsel James Curry of the Massa- 
chusetts department said Commission- 
er Humphreys favors the bill in prin- 
ciple and wants the opportunity of 
reviewing any amendments. as 

Charles T. Shea, assistant counsel 
of New England Life, supported the 
bill on behalf of his company. 

Sen. Conte, chairman of the joint 
committee, asked the Hancock repre- 
sentatives whether the bill would 
cover individuals. He was told it would 
not, though the company recognized the 
problem of fluctuating purchasing 
power exists for individuals as well as 
for those covered under group con- 
tracts, 


Mutual Of N. Y. Supports It 


Haughton Bell, vice-president and 
general counsel of Mutual of New 
York, voiced his company’s endorse- 
ment but said he hoped the bill’s en- 
actment would not delay passage of 
the variable annuity bill. 

Paul Revere Life’s representative 
asked that the bill be made effective 
in 1959 rather than at once, so as to 
get the plan cleared with New York 
before it goes into effect. Otherwise, 
he said, companies not licensed in 
New York could get the edge on com- 
panies restricted by the New York 
law’s extraterritorial provisions. 
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employes for willful failure to comply 
with the article. 

e Amend section 225 to authorize 
the superintendent to impose a penalty 
in cases of willfull violation of the fil- 
ing requirements relating to group 
life and A&S. Sections 204 and 221 
were amended a few years ago to en- 
large the requirements concerning the 
filing of fees and allowances payable 
to persons or firms for servicing or 
administering group insurance. The 
hew amendment would take into ac- 
count the enlarged requirements. 


Must Give 30 Days Notice 


e Amend section 164, which sets 
forth the standard individual A&S 
Policy provisions, to require an in- 
surer to give at least 30 days’ written 
Notice prior to the policy anniversary 
date that it will not renew in cases 
where the contract reserves the right 
not to renew on an anniversary date. 
The amendment also would permit in- 
sured to cancel an individual A&S 
Policy at any time on written notice 
and receive the unearned portion of 
the premium as computed by a short- 
Tate table. The company, however, 


of 











lege jjwould not be allowed to cancel the 
rvice (@POlicy during the period between an- 
000 iF Niversary dates. 
. ¢ Amend subsection 5 of section 221 
Send it ; een 
0 permit group A&S contracts to pro- 
The vide continued partial or full cover- 
age for the spouse, children or other 
____!Jdependents after an employe’s bene- 


ViOM 


N.Y. Bills Would OK Group On Dependents, 


(CONTINUED FROM PAGE 2) 

fits have been exhausted or after an 
active or retired employe has died. At 
present the law does not expressly au- 
thorize continued dependent coverage 
after the worker has used up his bene- 
fits or died or after the retireee has 
died. Since it may not be practical 
for some dependents to obtain A&S 
after a group policy is terminated, 
some employers and unions advocate 
continued coverage for them under 
the group contract. 

e Amend section 251 to make pro- 
visions of subsection 7 of section 56 
applicable to non-profit medical and 
dental indemnity and hospital service 
corporations. This would limit to two 
years the compensation, other than 
payments in accordance with a re- 
tirement plan approved by the super- 
intendent, which could be paid for 
the services of officers, directors and 
salaried employes of non-profit cor- 
porations. This recommendation par- 
allels one relating to agreements for 
services made by domestic mutual in- 
surers other than life. 


Must File Schedules 


e Amend subsection 7 of section 221 
to provide that group A&S schedules 
must be on file with the department 
at least 30 days before they become 
effective. The schedules include pre- 
mium rates, commissions, compensa- 
tion and other fees and allowances. 
Purpose of the change is to avoid 
last-minute filings and give the de- 


Associations 


partment time to process the sched- 
ules. 

e Amend sections 204 and 221 to 
require that experience rate refunds 
be calculated on a basis equitable to 
all group policies because experience 
rate refunds under non-participating 
group contracts are comparable to di- 
vidends payable under participating 
group policies. The amendments would 
apply to group life and A&S policies. 
Section 216 already requires that di- 
vidends be distributed on an equitable 
basis. 

e Amend the law to authorize the 
154 to give the superintendent the 
same authority over changes in pre- 
mium rates applicable to outstanding 
A&S policies as he has over policy 
forms which do not conform with the 
subsection. Purpose of the change is 
to adapt the law to deal with filings 
of changed premium rates applicable 
to outstanding policies. 

e Amend subsection 1 of section 
162 to clarify the terminology. This 
section deals with the standard pro- 
visions of group or blanket A&S pol- 
icies. The terms “applicant for insur- 
ance” and “application” would be 
changed to “person insured” and “in- 
strument,” respectively. 

e Amend the law to authorize the 
stock A&S companies to issue partic- 
ipating policies. The law already per- 
mits stock casualty companies to issue 
participating policies, including those 
providing A&S. 
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Clergymen Organize To 
Urge Speedy Action On 
Defunct Dallas Insurer 


DALLAS—Some 15 Baptist minis- 
ters in the Dallas area, stockholders 
in the defunct Physicians Life & Acci- 
dent, have merged forces to appeal to 
the Texas department and Gov. Dan- 
iel for speedy action in either liquidat- 
ing or rehabilitating the company. 

The campaign, however, must bide 
its time, according to J. D. Wheeler, 
state liquidator, because of litigation. 
He said that the company was official- 
ly put under his care last August and 
that claimants have one year from 
that date in which to present claims 
for payment. In addition suits are 
pending for the return of some $225,- 
000 from five company organizers, 
with four of them awaiting trial. 

The new development, led by Rev. 
E. H. Owen, has brought to light a 
statement by interested attorneys that 
the “chances of rehabilitation look 
good.” Mr. Owen, one of the organ- 
izers, said that he has been active in 
exposing the company’s affairs. 





Ernest Palmer, Former 


Ill. Director, Retires 


(CONTINUED FROM PAGE 2) 
when the Chicago Board was at the 
height of its power as a rate and rule 
making organization for the fire in- 
surance business. 

When Henry Horner was elected 
governor of Illinois in 1932 he selected 
Mr. Palmer as his insurance director, 
crossing party lines in order to secure 
a man of talent and integrity. 


Established Precedents 


In his seven years as Illinois director, 
Mr. Palmer established precedents 
with regularity. He was the first 
“strong” Illinois director. He put 
through a new insurance code that 
became a model. He backed off from 
no controversy and did not hesitate to 
let his opinions be known. He was an 
able speaker and an acknowledged 
leader of the National Assn. of Insur- 
ance Commissioners, becoming presi- 
dent of that organization. 

When Mr. Palmer went into office 
as Illinois director he was regarded in 
some quarters as a “stock company 
man” because of his previous affilia- 
tions, but he pursued a course of neu- 
trality on that subject and his adminis- 
tration is remembed by many as per- 
haps the best Illinois ever had. 


Politics Forced Him Out 


Politics did, however, come into play 
when Dwight Green was elected gov- 
ernor. Mr. Palmer had supported Harry 
Hershey, the Democratic nominee for 
governor, and was therefore almost 
automatically out of office. Mr. Her- 
shey later was Illinois insurance direc- 
tor himself and is now a member of 
the Illinois supreme court. The first 
assistant to Mr. Palmer in the depart- 
ment, incidentally, was Roy L. Davis, 
who resigned shortly before Mr. Palm- 
er left office to take on his present 
job as midwest manager of Assn. of 
Casualty & Surety Companies. 

Mr. Palmer was in the private prac- 
tice of law at Springfield three years 
after 1940 and the became associated 
with the Warner reciprocals. He in- 
tends to resume law practice at Spring- 
field with offices in the First National 
bank building, after taking a vacation 
of a month or so in Florida. 








“Experience has taught me that multiple-line 
insurance operations are mandatory because they 
provide my agency with an insurance entree every- 
where and enhance my ability to build up a strong 
wall of protection around my clients. 

Such operations tend to provide me with pre- 
ferred prospects for life insurance as well as result- 
ing in a well-balanced insurance account providing 
multiple profits to my agency. As a multiple-line 
producer, I am able to place all insurable risks in 
one company thereby simplifying office accounting, 
risk handling, and underwriting and claim services 
which often results in producing a lower premium 
cost to my policyholders. 


AGENCY SERVICES 
The Travelers Insurance Companies i 
Hartford 15, Conn. 


Please send me further information concerning 
Travelers Multiple-Line Representation. 


Name__ ee AP nalts 





Street mera. 
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“Muttiplo-line, operation 
provide multiple profit 


To my cxgoncy” 


says Lloyd D. White of Reading, Pennsylvania, 
representing The Travelers since 1936. 


**T like the way The Travelers has always given 
the utmost consideration to me and to my policy- 
holders, The Travelers Companies have been un- 
swerving advocates of the American Agency System 
and that means a lot in these days of ‘bargain’ 
policies and direct writing.” 

Like thousands of Travelers multiple-line repre- 
sentatives, Mr. White has discovered the great ad- 
vantages of doing all his business with the company 
that has unrivaled experience and facilities in all 
lines of insurance. Why not look into these 
possibilities for yourself? Simply get in touch 
with your nearest Travelers branch office or general 
agency or send the attached coupon to us. 
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